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Majority Of Senate 
Unit Critical Of 
State Regulation 


Minority Criticizes Report 
Of Majority, Sees States, 
Business Doing Good Job 


The conclusions of the Senate anti- 
trust and monopoly subcommittee, 
which has been investigating the in- 
surance business and its regulation for 
a couple of years, now have been 
pretty well publicized. The majority 
report of the subcommittee, reflecting 
the view of Sen. O’Mahoney and 
others, is critical of regulation in spe- 
cific areas—foreign insurers that op- 
erate in the U. S., mergers of large 
insurers, aviation and air trip insur- 
ance, and the virtually monopolistic 
ocean marine business. Apparently the 
majority report will not recommend 
any changes in the McCarran act if 
the Department of Justice can reach 
monopolistic and other areas where 
state regulation is ineffectual without 
being barred from doing so by public 
law 15. 


Dirksen, Wiley Dissent 


The minority sections of the re- 
port praise state regulation and criti- 
cize the views of the majority. Sen. 
Wiley has prepared one of these and 
Sen. Dirksen another. Sen. Wiley states 
that the evidence produced by the 
hearings demonstrates that the states 
are able to cope with the problems in 
regulation of the business and have 
strengthened their laws and regula- 
tory machinery. This is aimed at the 
charge by the majority that state in- 
surance departments do not have ade- 
quate manpower to exert effective con- 


| trol and are hampered by weak state 








laws in many cases. 

Sen. Wiley praises the insurance 
business for its flexibility and its ca- 
pacity to deal with changing times and 

(CONTINUED ON PAGE 25) 


More Storm Damage 
In West To Cost 
Insurers $1,675,000 


More storm damage in the midwest 
and west has added to insurers’ woes, 
the latest rampages of nature produc- 
ing an aggregate insured loss of $1,- 
675,000 in Colorado and Minnesota. 
This comes on the heels of losses 
amounting to $10 million from hail 
and windstorms which caused wide- 
spread damage in seven midwestern 
states just before and during the July 
4th weekend. 

Damage from a hail and windstorm 
July 3 at south Denver and Engle- 
wood, Colo., has been estimated at $1,- 
325,000 by General Adjustment Bu- 
reau. Most of the damage was sus- 
tained by roofs and siding. The num- 
ber of dwelling losses was placed at 
8,000, averaging $150, for a total of 
$1.2 million. Five hundred mercantile 
losses averaged $250, or a $125,000 
total. 


Hail At Worthington, Minn. 


A hailstorm occured at Worthing- 
ton, Minn., July 11, producing losses 
totaling $250,000. There were 2,000 
losses averaging $125 in this storm. 

Original estimates have been re- 
vised on some losses from storms 
which swept through the midwest 
June 28-30 and July 3. An account of 
this widespread damage was reported 
earlier in THE NATIONAL UNDERWRIT- 
ER. Losses revised upward were at 
Rockford, Ill., from 1,200 to 2,500 at 
$150 each; Ottumwa, Ia., from 1,500 
to 2,500, averaging $150; Wood River, 
Ill., from 1,500 to 2,500, averaging 
$125; and Alton, Ill., from 2,000 to 3,- 
000, averaging $100. Losses were re- 
vised downward at Boone, Ia., from 
2,000 to 1,000 at $150 each. In addi- 
tion, storm damage at Hannibal, Mo., 
not reported heretofore amounted to 
1,000 losses at $150 apiece. 

The revised figures do not substan- 
tially change the over-all total dam- 
age estimate of $10 million from 80,- 
000 losses. 





Fire Losses Rise 
6.4% In June And 
2.3% For The Half 


Fire losses in the U. S. during June 
totaled $82,829,000, a rise of 6.4% over 
June 1959, according to National Board. 
Losses for the first six months were 
$573,971,000, an increase of 2.3% over 
the first half of 1959. 

The loss total was down substantial- 
ly in January compared with a year 
ago, from $112.9 million to $92.9 mil- 
lion. The figure declined again in Feb- 
ruary. But in March losses soared 
again, from $99.6 million to $116.3 
million. They rose sharply again in 
April and May. 


The Missouri department has sched- 
uled a hearing July 27 at Jefferson 
City to consider a proposal for a gener- 
al revision in workmen’s compensa- 
tion rates, to be effective Sept. 1. 


XUM 


Bid Prices Given For | 
More Insurer Stocks 
In June And Dec. 


Bid prices of 96 fire-casualty and 
life company stocks as of June 30, 1960 
and Dec. 31, 1959, compiled by Lever- 
& Co., are shown in the listing below. 
This supplements an earlier list of 
119 stocks that appeared in the July 
8 issue. 








Bid Bid 
6/30/60 12/31/59 
Academy Life. Colo. ........ 25% 3 
ri * Rae 3% 452 
American Bankers Ins 18% 17 
FAM. TROTCTS TG cncesecessccceicscseoccces 1434 14 
Am. Fidelity Life .... sdb cucentate 10% 1334 
Am. Fidelity & Cas... 11 13% 
Am. Founders Life, Colo. .......... 1% % 
Am. Founders Life, Tex. ........... 24 28 
Am. Heritage Life .....0.....0....c008 83% 10 
AIM. HOMC AGGUE.  ccceccecccccessserscesese 43 40 
Am. Income Life, Ind. .................. 11 17 
ee eee 212 3 
Am. Life & Cas., N. D. 9 8¥2 
American Life, Ala. 7 7 
PT. BOP vice WC oncccscscrcccrserecvessecses 3% 42 
AMETICAN SUrTEty ....cccccccccssssrsesssseeee 14% 19 


U. Of Wis. To Sponsor 
Symposium On 
Insurance Regulation 


The University of Wisconsin will 
sponsor a symposium on “Insurance 
and Government” Sept. 19-20 at Madi- 
son. 

The school of commerce at the Uni- 
versity of Wisconsin has been active 
in insurance education and research 
during the past decade. The symposium 
will be the second of the kind in the 
U. S. conducted on this scale. In 1940, 
Duke University was sponsor of a sim- 
ilar gathering. The Wisconsin sympos- 
ium will bring together leaders from 
industry, state regulation, the federal 
government and academic institutions. 
Dean Erwin A. Gaumnitz of the school 
of commerce is in general charge. 

Among those who will present pa- 
pers are Robert E. Dineen, executive 
vice-president of Northwestern Mu- 
tual Life; Robert Bicks, acting assist- 
ant attorney general, anti-trust divi- 
sion U. S. Department of Justice; Wil- 
liam A. Berridge, economist Metropol- 
itan Life; Alfred C. Bennett, special 
counsel New York department; Rich- 
ard M. Heins, associate professor of 
commerce University of Wisconsin; 
James B. Donovan, counsel National 
Bureau of Casualty Underwriters; F. J. 
Marryott, vice-president Liberty Mu- 
tual; W. Perry Epes, associate counsel 
North America; Joseph S. Gerber, Illi- 
nois director of insurance; Donald P. 
McHugh, counsel Senate subcommittee 
on anti-trust and monopoly; Jerome 
Pollack, consultant UAW-CIO, and 
E. J. Faulkner, president Woodmen 
Accident & Life. 

Among the topics to be taken up in 
the two days of presentation and dis- 
cussions of papers will be: The impact 
of state regulation on the small com- 

(CONTINUED ON PAGE 25) 


Stewart Hopps 
Is Indicted On 
Mail Fraud Charges 


Grand Jury Action Is Based 
On “Fraudulent” Statement 
Of International’s Assets 


A federal grand jury at Baltimore 
has indicted Stewart B. Hopps on 
charges of using the mails to defraud 
in connection with the financial state- 
ment of International Guaranty & In- 
surance of Tangier, Morocco. The in- 
dictment charges two counts, using the 
mails to defraud and use of the mails 
to defraud by an assumed or ficti- 
tious name. 

Mr. Hopps was summoned from his 
luxury home in Belvedere, a suburb 
of San Francisco, by postal authori- 
ties and a deputy U. S. marshal. He 
was arrested on a Baltimore warrant 
and had to post $10,000 bail, a reduc- 
tion from the $25,000 demanded by 
the attorney general. Mr. Hopps’ rep- 
resentative at the hearing in San 
Francisco was J. W. Ehrlich, who de- 
fended Mr. Hopps when the California 
department was after International 
Guaranty and who was attorney for 
that company. 


Brochure At Issue 


The indictment charges that Mr. 
Hopps directed preparation of a bro- 
chure entitled “International Guaran- 
ty & Insurance Company Statement of 
Condition, 1958” and that he had the 
brochure distributed in Maryland and 
throughout the U. S. The indictment 
says the brochure falsely claimed In- 
ternational Guaranty had extensive re- 
insurance facilities although Mr. Hopps 

(CONTINUED ON PAGE 4) 





David F. Rob- 
son, right, of Har- 
ris & Graham Ltd., 
London, winner of 
the London Anglo- 
American Fellow- 
ship for 1960, re- 
ceiving the award 
from Dr. C. E. 
Golding, president 
of the Corporation 
of Insurance Brok- 
ers. The _ fellow- 
ship is the English 
counterpart of that 
inaugurated in 
1959 in the U.S. 
by Agency Man- 
agers Ltd., and is 
awarded by B. D. 
Cooke & Partners 


Ltd., London. Mr. Robson, first winner of the award, will spend six w 





eeks, 





in the U. S. to study methods and procedures in the American market. All 
expenses are paid by Agency Managers Ltd., associated Cooke organization. 
The winner of the fellowship, which is administered by Corporation of In- 
surance Brokers, was selected after oral and written examination administered 
by Corporation of Insurance Brokers. Competitors were also required to write 
an essay on a topic related to American business as conducted in the London 
market. Mr. Robson, who defeated four other finalist candidates, was edu- 
cated at Winchester and Brasenose College, Oxford, and was with the American 
department of Edward Lumley & Sons before joining Harris & Graham. He 
will arrive in New York Aug. 5 by Pan American flight and will spend some 
time with insurance firms in Hartford and Chicago, as well as in New York. 
He will return to London on the Queen Mary Sept. 28. 
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N. Y. Appeals Court Upholds $125,000 
Verdict In Case Involving Stolen Car 


New York court of appeals—the 
state’s highest tribunal—has upheld 
by a four to three vote a $125,000 
judgment in favor of May E. Sperling, 
widow of Richard H. Sperling, who 
was killed in 1957 in a crash involving 
a stolen vehicle oeprated by Christine 
Nystrom, then 16. Great American 
Indemnity insured Ruth Nystrom, 
Christine’s mother, under a family auto 
policy with a limit of $100,000. 

In its majority opinion, the court 
noted that Miss Nystrom had a learn- 
er’s ‘permit to operate a motor ve- 
hicle. On Dec. 30, 1957, she appropri- 
ated without the owner’s permission a 
1956 Chevrolet with Ohio license 
plates. The car was parked on a public 
street in Mount Vernon, N.Y., and Miss 
Nystrom started the motor merely by 


turning the ignition switch. While 
driving south on Hutchinson River 
Parkway she was pursued by a police 
officer who recognized her, and whose 
suspicion was aroused by the Ohio 
plates. In her attempt to outrace him, 
the car she was driving swerved into 
the extreme right lane of southbound 
traffic, and she struck the rear of Mr. 
Sperling’s vehicle, as a result of which 
he was fatally injured. Miss Nystrom 
was subsequently adjudged a youthful 
offender. 


Court Analyzes Policy 


Miss Nystrom’s mother was the 
named insured in a family automobile 
policy which specifically covered a 
1956 Buick owned by her. The policy 
provided family protection with re- 


spect to non-owned automobiles. Under 
the heading ‘Persons Insured,” the 
policy provided that with respect to 
the owned automobile, the named in- 
sured and any resident of the same 
household, or any other person using 
such automobile was insured provided 
the actual use thereof was with the 
permission of the named insured. 

With respect to a non-owned auto, 
coverage was for named insured, or 
any relative, but only with respect to a 
private passenger automobile or trail- 
er not regularly furnished for use of 
such relative. 

The term “relative” was defined as 
meaning “a relative of the named 
insured who is a resident of the same 

(CONTINUED ON PAGE 20) 





National Bureau In 
Top Level Changes 


In a realignment of its top staff, Na- 
‘tional Bureau has named Thomas E. 
Murrin actuary, 
and Elmer A. 
Twaits and Daniel 
J. McNamara sec- 
retaries. Richard 
Lino has been ad- 
vanced from assis- 
tant actuary to as- 
sociate actuary 
to succeed Mr. 
Murrin. 

Mr. Murrin 
joined the bureau 
in the actuarial di- 
vision in 1946 and 
was promoted to assistant actuary in 
1951 and to associate actuary in 1958. 
He is a fellow of Casualty Actuarial 
Society and a member of its council. 

fr. Twaits, with the bureau since 
1936, began in the automobile division 





Thomas E. Murrin 





Elmer A. Twaits Daniel J. McNamara 


and became assistant secretary in 
1946. He is a fellow of Insurance In- 
stitute of America. 

Mr. McNamara has been with the 
bureau since 1953. Before his promo- 
tion, he was senior assistant actuary. 
He is a member of the New York bar 
and is an associate of Casualty Actuari- 
al Society. 

Mr. Lino joined the bureau as an 
actuarial trainee in 1949. In 1956, after 
four years in a supervisory capacity in 
the actuarial division, he was promoted 
to assistant actuary. He is a fellow of 
Casualty Actuarial Society. 

Secur-Ur-Trip of Freeport, N. Y., is 
placing vending machines in gasoline 
stations, motels, hotels, restaurants, 
and bus terminals to retail accident 
policies of up to $20,000 per motorist 
against accidental death or loss of 
limbs. The company is appointing local 
route distributors who get 25 cents per 
policy 


Governing Committee Of 
NAIB Reelects Holmes, 
And Picks Unit Chairmen 


At the organizational meeting in 
New York of the governing commit- 
tee elected at the annual meeting of 
National Assn. of Insurance Brokers, 
Melvin A. Holmes, Frank B. Hall & 
Co., was reelected chairman. 

The governing committee elected 
Merlin H. Ladd, Boston, chairman of 
the membership committee; Mr. 
Holmes chairman of the product re- 
search committee; G. Edward Nichols, 
Fred S. James & Co., chairman of the 
public information committee; and 
David H. Winton, Johnson & Higgins, 


Fla. Disapproves Auto 
Casualty Rate Increase 


And Safe Driver Program 


Florida has rejected National Bu- 
reau’s application for an 11.8% in- 
crease in private passenger car lia- 
bility rates and has disapproved the 
bureau’s safe driver program. Com- 
missioner Larson indicated that his 
disapproval of the safe driver plan was 
due to the fact it was tied to the in- 
crease in basic rates. A decrease in 
rates filed by National Automobile 
Underwriters Assn. was approved. 





chairman of the nuclear energy com- 
mittee. 








THE WORLD IS YOUR MARKET 


YES, it’s a small world...when you let S&T help you. That’s because 
we provide both domestic and world-wide facilities for special and unusual 
coverages. With our extensive connections, we can bring you fast and 
accurate information. YES, S&T is your convenient, single source 
offering the most complete market for special covers on the face of the 
earth. m@ YES, our nine nationwide offices provide producers with a 


world of friendly, efficient service. 


and TOSO, INC. 


W. B. BRANDT & CO., INC. 
A member of the Insurance Equities Corporation Group 


San Francisco * Los Angeles « Seattle « Portland 
Denver « Houston * Kansas City * Chicago » New York 


INLAND AND 
OCEAN MARINE 


FIRE 


SURPLUS LINES 
& REINSURANCE 
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Venezuelan Bonds 


To Cost Insurers 
Above $100 Million 


‘Avals’ Go Sour With Change 
In Government; American 


Company Lesses Are Heavy 

The venture into Venezuelan bonds 
in recent years by American and other 
insurers around the world will cost 
them and Venezuelan insurance com- 
panies more than $100 million before 
the last aval has been redeemed, ac- 
cording to observers in this country, 
A total of more than $50 million al- 
ready has been paid by the insurers. 

The aval is a guarantee of money 
borrowed by a contractor to finance 
a government job and written in favor 
of the bank making the loan. The bank 
would advance the money against the 
contract and/or real property. The 
bank bought the aval. 

When the revolution occurred about 
two years ago, and the dictator, Jimin- 
ez, was replaced by the present Presi- 
dent Betancourt, all public work 
stopped. Banks called on the insurers 
to make good the defaulted loans. In 
many cases where real property had 
been posted as collateral, its valuation 
was extremely inflated, even in the 
Jiminez economic climate. With the 
revolution, property values declined 
sharply. In any case, of course, real 
property is not a very fluid asset. 


Avals Looked Good—Once 


Up to a couple of years ago, the 
avals were being brokered in the U. S. 
Quite a number of insurers and several 
reinsurers took some of them, either 
directly or by way of reinsurance of 
Venezuelan insurers. They looked like 
safe risks since these were government 
contracts. 

But the situation fell thoroughly 
apart with the collapse of the Jiminez 
regime. 

At first the difficulty of liquidating 
real property, where there was any, 
was not fully recognized. Consequently 
the early loss estimates were much 
lower than was justified by the real- 
ities. Presently, however, most insur- 
ers involved are considering each aval 
a total loss and are reserving on that | 
basis. 


$160 Million Potential Loss 


One estimate places the total poten- 
tial loss at more than $160 million. 
However, there undoubtedly will be 
some salvage, though no one apparent- 
ly is able or willing to say how much. 

Avais in force Dec. 31, 1958, aggre- 
gated 579 million bolivars, on Dec. 31, 
1959, 473,378,000, and on last March 
31, 388,993,000. Roughly translated into 
dollars, these figures are $193 million, 
$157 million and $129 million. The 
latter amount was divided approxi- 
mately $65.3 million and $64.3 million 
between local insurer retentions and 
reinsurer liabilities. Less than half the 
non Venezuelan insurer liability is 
said to be in non-U. S. insurers. That 
still leaves American companies with 
a substantial loss either paid or owing. 

Eastern Casualty of American Cas- 
ualty group has changed its name t0 
American Consumer Ins. Co. Ameri- 
can Casualty acquired the insurer, 2 
New York company which writes A&S 
including group, in 1958. Its adminis- 
trative head office is at Reading, Pa, 
the home office of American Casualty. 


XUM 
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Building...to bring better service 
to Hartford Agents and policyholders 


Bringing the advantages of “headquarters” operations 
as close as possible to Hartford Agents and policy- 
holders has been basic Hartford Group policy over the 
years. Steps being undertaken at the present time will 
further serve to promote this program. 


In January of 1960, a new Hartford building was 
opened in Dallas, Texas. Early’ next year, a new Hartford 
building will be opened i in Cincinnati. Later in 1961, a 
new Hartford building, replacing present facilities, is 
scheduled to be completed in Chicago. 


These offices will become part of the Hartford Group 


network of Departmental offices, strategically located 
throughout the United States and in Canada. Other 
offices are in Hartford, Atlanta, New York, Minneap- 
olis, San Francisco and Toronto. All are equipped with 
the most modern facilities plus the personnel necessary 
to give prompt, efficient and complete service to agents 
throughout the territory super vised by the Department. 


Close contact at the grass roots, with fast, dependable 
service for every Hartford agent and policyholder, is 
a part of the “t lartford W: ay’’—one of the reasons why 
so many agents prefer doing business with the Hartford. 


HARTFORD Fire Insurance Company GROUP 


Hartford 15, 


* HARTFORD ACCIDENT AND INDEMNITY COMPANY 


HARTFORD FIRE INSURANCE COMPANY 
COMPANY «+ CITIZENS INSURANCE COMPANY OF NEW JERSEY «+ 


NEW YORK UNDERWRITERS INSURANCE COMPANY «+ 


Connecticut 


* HARTFORD LIFE INSURANCE COMPANY + HARTFORD LIVE STOCK INSURANCE 


TWIN CITY FIRE INSURANCE COMPANY 
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Although the field man has long 


*Ibeen considered primarily as a mar- 


keting aid and a partial sales director 
for his agents, in practice he has often 
fallen short in these functions. The 
fault has not necessarily been his. In 
general, most companies have until 
recently lacked a coherent marketing 
philosophy and organization, and field 
men have not been given training in 
the area in which they have been 
advertised as experts—sales. 
Fireman’s Fund, which has a re- 
vamped marketing division, is well 
along in qualifying its field men for 
trained performance in the roles which 
the competitive future demands—idea 
men and active sales assistants to 
independent agents. It is noteworthy 
) that the Fund is gearing its sales 
‘training program for field men to the 
jneeds of the agent through whom it 





¢ | confidently expects to meet competi- 


tion. 

program—tTri-Dimen- 
sional Fieldmanship—is a long range, 
| comprehensive training course in mod- 
ern salesmanship, designed specifically 


' 


™ Vfor its field force. A product of the 


'Fund’s research, development and 
| sales unit, TDF is based on the phil- 
osophy that training to be effective 
must be specific. Needs were defined 
‘and training goals were established 
| before the curriculum was designed or 
teaching methods were determined. 


‘Identify Duties 


| Initial research in the broad general 
jarea of field training indicated that 
| the responsibilities of the Fund’s spe- 
}cia: agents had three aspects, and were 
distinct from those of salesmen in 
other industries. The Fund therefore 
“~*~ that: 

1. The field man must first and 
foremost be a technician—a source of 
highly specialized information. 

2. He should be a public relations 





man—the communications link be- 
tween the “retailer” agent and the 
“manufacturer” company. 


3. He should be a sales producer, 
working through agents. He should be 
the source of sales ideas and be able 
to sell them. 

Since the field man’s responsibilities 
are threefold, the Fund decided that: 

1. He must be trained as an up-to- 
date, accurate specialist in his own 
line, a capable technician in the lines 
most closely related to his own, and 
that he must have a working know- 
ledge of all lines. The depth and 
breadth of his cross-training should be 
directly related to the needs of the 
agents in his territory. 

2. He must be trained as an idea 
man, capable of planning individual- 
ized promotion campaigns for his 
/ agents. He must be trained as a com- 
betent, imaginative problem solver and 
creative sales catalyst. 

3. He must be trained in effective 
sales communications. 

The TDF program to cover these 
three training areas will utilize three 
tested educational media: The written 
word—through correspondence kits; 
audio visual—through canned courses, 
slides and strip films; and face to 
| face-training through sales seminars. 

Further research, both within and 
‘without the insurance business, con- 
firmed the Fund’s belief that there is 
ho magic formula for training, and that 
no one plan or curriculum can answer 
every need. It was determined there- 
fore to design a basic program, to 
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project it over approximately three 
years, and to retain complete flexi- 
bility in its organization and imple- 
mentation. 

Consequently, in order to measure 
the soundness of this approach and to 
stimulate voluntary participation of 
field men, the initial pnase of the TDF 
course was tied in to the Fund’s 1960 
Line of the Month campaigns, each of 
which is a concentrated sales drive for 
a specific coverage for a_ specified 
period of time. Line of the month was 
an ideal vehicle for use of the corres- 
pondence course approach which was 
chosen to introduce the training pro- 
gram. The company felt that the corre- 
spondence course is a natural tech- 
nique for introductory purposes, since 
it covers a broad scope of training 
needs, allows close centralized control, 
and is the least expensive training 
medium. It also permits evaluation of 
the training effort before larger mone- 
tary investments are made. 


Tied In With Production 


In January, 1960, when the line of 
the month campaign on accounts re- 
ceivable got under way, the field men 
received their first TDF correspon- 
dence kit. 

In the introduction to this 42 page 
booklet, they were told that they can 
no longer operate only as capable tech- 
nicians. They must take their rightful 
place in the marketing process through 
training to meet new responsibilities. 
They were further informed that in 
the correspondence phase of the pro- 
gram they would eventually develop a 
good deal of the material themselves, 
through interchange of ideas sent to 
the home office and then collected and 
circulated to the field force of 400 
countrywide. 

It was emphasized that the success 
of the correspondence course depended 


on the field man’s own ideas and 
active participation. 
The first correspondence kit is 


divided into three sections. The open- 
ing section is comprised of 20 pages on 
the technical aspects of accounts re- 
ceivable. This was to be studied for a 
month before introduction of the drive 
for business, in order that the field 
man could present the campaign as an 
expert in the line. 


Other Features 


Policy provisions and manual rules 
were reproduced, with directions for 
studying and mastering them. Also 
reproduced was the application form 
for the coverage and an explanation of 
its use. Special policy features, rating, 
discount possibilities, exclusions and 
policy amendments were described. A 
complete discussion of the non-report- 
ing form was also included. 

The entire first section of the kit is 
headed T for technical. The second 
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‘Fireman's Fund Using Sales Training 
‘Plan For Field Men In Daily Routine 


section is headed D for dynamic ideas, 
and the field men are given tested 
techniques for producing them. The 
final section is F for facility in com- 
municating the ideas. This completes 
the trilogy of TDF which, as noted, 
also stands for tri-dimensional field- 
manship. 

Under the D section, field men were 
taught how to play “Idea Solitaire,” in 
order to establish themselves as cre- 
ative consultants in the eyes of agents. 

A typical self quiz for the field man’s 
use illustrates the value of Idea Soli- 
taire: 

“Who was the contractor on that 
industrial development program? Who 
is his agent? What company will write 
the completion bond? Who will write 
the fire and the business interruption? 
How about workmen’s compensation? 
Are there outside salesmen? Do they 
drive? Who will write the fleet cover? 
Will the advent of an active industry 
increase the business potentials in the 


5 


area? Will more comprehensive poli- 
cies for greater amounts be required?” 

The effectiveness of the idea playing 
game is demonstrated by suggestions 
received from field men during the 
accounts receivable line of the month 
campaign. Ideas from 375 field men 
were compiled and furnished to the 
entire field force. 

Here are a few of the “ideas with a 
twist” from the field force: 

1. Sell the agent himself a policy. 
When he’s sold—he’ll sell. 

2. Tie in your campaign with sea- 
sonal highs in clothing sales for the 
Easter Parade. Help the agent write a 
pre-approach letter to retailers. 

3. Organize a one-evening educa- 
tional seminar for agents. Stimulate 
interest and show the possibilities for 
account selling. 

4. Use teasers . . . postcards, per- 
sonal notes on your calling cards, short 


slogans—“IC with ARC” (increased 
commissions with accounts receivable 
coverage). 


5. Contact bankers who are anxi- 
ous to have the merchants they finance 
fully covered. They can help in selling. 

6. Sell in conjunction with fidelity 

(CONTINUED ON PAGE 19) 
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175 W. Jackson Blvd. Chicago 4, Ill. 
1401 Peachtree St. N.E. Atlanta, Ga. 





693 N.E. 79th St. 


RIDING STABLES | 





Whatever the risk . . . fireworks displays, amusement parks, travel- 
ing carnivals, auto racing spectators’ coverage, swimming pools, ‘go-cart 
spectator or amusement devices, picnic groves, golf driving ranges, 
dance halls, roller rinks, rodeos, circuses, camps, dram shop (lIllinois 
and Minnesota), excess automobile liability (private passenger and 
commercial), physical damage coverage... 


if it’s hard-to-place... 


Kurt HiTKE 6& COMPANY. INE. 


430 N. Fifth Street 
601 Munsey Bidg. 
Miami 38, Fla. 


Springfield, Ill. 
Baltimore, Md. 
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U. S. & FOREIGN MANAGEMENT, LTD. 


REINSURANCE INTERMEDIARIES 


211 North Ervay 
DALLAS 1, TEXAS 
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Agents Handle Too 
Many Losses, 
Adjuster Says 


E. A. Truss of Truss Adjustment 
Co., Richmond, Ind., writes: 


A crisis is developing in the adjust- 
ment field almost unnoticed by the in- 
surance companies and adjustment 
companies. This is the ever increasing 
trend toward agents handling claims. 
Seventy percent of all losses have been 
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found to be under $300. You would 
think that this range of losses would 
receive considerable attention and su- 
pervision, but the reverse is actually 
the case with many companies. 


Crisis Threefold 


Actually this crisis is threefold. First, 
in order to survive, the independent 
and bureau adjusters must have a vol- 
ume of losses. Second, the companies 
are daily being literally robbed of hun- 
dreds of thousands of dollars by inept, 
inexperienced handling of small claims 
by agents. Last, is the problem of train- 


ing of new personnel by the inde- 
pendent and bureau facilities on a re- 
duced diet of assignments. 

It used to be considered that small 
losses were a necessary nuisance—not 
so now. A well known independent, op- 
erating in three states, recently told 
us that if he continued to experience 
a decline in small loss accounts, he 
was going to have to lay off some of 
his key men or, even worse, close some 
of his branch offices. This man and 
his organization are very highly re- 
garded. He is not losing business by 

(CONTINUED ON PAGE 13) 





“Unforeseen events...need not change and shape the course of man’s affairs” 
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Never saw him... until he flew 


In business you sometimes may not see an employee in his true character 

until he has flown—with company funds. Then 
it’s too late. Embezzlement and other employee dishonesty 
can cripple or ruin a business. Your business. Why risk this? 
Why not cover each and every employee with a blanket Fidelity Bond. 
Invest in this “guaranteed honesty” through your local 
independent Maryland agent, or your broker. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


. 


] 
7 ° ° ° . ° . nde 
A Maryland Fidelity Bond is only one of many forms of Maryland protection for business, industry, and the home. Casualty Pea. tf om 


Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 
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Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value. 
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General Of Seattle 
Has New Division; 
Stay Is Manager 


General of Seattle has opened a 
Ohio Valley division at Cincinnati an! 
named Donald 
Stay, formerly 
sales manager for 
the central division 
at St. Louis, man- 
ager. 

The division 
will serve an area 
composed of Ohio, 
Indiana and Ken- 
tucky—all of 
which has_ been 
part of the central 
division. As of Jan. 
1, West Virginia, 
now part of the eastern division, wil 
be added. 


7] 





Donald Stay 





Mr. Stay joined the company in 195} 
as a member of the planning and re. 
search department and later served! 
as assistant manager of the _ north- 
west division. . 

Other key personnel of the new di-j 
vision include James D. Stensrud, ad- 
ministrative manager; William L. Boy. 
er, sales manager; J. E. Porter, chie 
personal lines underwriter, John Ds- 
vis, chief commercial auto-casualty 
underwriter; L. H. Lauck, chief com- 
mercial fire-marine underwriter; Geo- 
rge Umhofer, claims manager; Georg 
Harding, general operations; and J. A 
Chenault, accounting manager. 


Marine Forum. Told How 
Waterfront Commission 
Cuts Pilferage At N. Y. 


American Marine Insurance Forum 
at its July meeting heard Miles An- 
brose, director of the waterfront com- 
mission of the Port of New York, dis- 
cuss measures to reduce theft and 
pilferage losses. 

The commission has the power to 
license longshoremen. The number 0 
casual dock laborers has been re 
duced and longshoremen with know 
criminal records have been weedei 
out. With more employment and high- 
er annual incomes for regular long: 
shoremen, the temptation of worker 
to steal has been reduced. 

The commission patrols the dock: 
and its regular investigative work ha: 
helped reduce the problem of pilfer- 
age, Mr. Ambrose said. 


New Missouri Insurer 


Old Security Casualty has received 
its certificate as a multiple line com: 


pany in Missouri. Headquarters are il} j 


the home office building of Old Se 
curity Life of Kansas City. 

Old Security Casualty has a_pait- 
in capital of $400,000 and a net sur 
plus of $100,000. Officers, all of whot! 
are officers of Old Security Life, ar 
headed by J. Frank Hudson, chairmal 
and A. J. Blasco, president. 

Initially, Old Security Casualty wil 
confine its writings to auto physic? 
damage. 


LONG HAUL 


TRUCK INSURANCE 
VY ClMsion, FF. W 
Liability 


Cargo 
WRITE POR PROPOSAL FORMS 


MID-STATES 
General Agency, Ine. 


Phone 2-1061 Fort Dodge, lowe 
LONG HAUL—SUB-STANBARD AUTO—GENERAL LIABILITY 
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Effect Of New Economy Type Plans 
On The Agent's Office Operations 


(This talk was delivered before 
hagency principals attending the school 
on agency management sponsored by 
‘ohio Assn. of Insurance Agents and 
NAIA at Lake Erie College. Agents 
came from all parts of the country, and 
each agency represented had a prem- 
ium volume of at least $350,000.) 


BY THOMAS J. McKERNAN 
Natl. Automobile Underwriters Assn. 


PART II 


Every efficient survey of an agency 
office routine must include a job analy- 
sis, one of the most valuable studies 
in an agent’s office. A job analysis has 
many and various uses. One of the im- 
mediate benefits is its value in the 
training of an employe, particularly 
when that employe is a replacement. 
If there has been a job analysis of 
that particular function, all of the de- 
| tails of the work to be done by the new 
‘employe will become readily apparent. 

Every employe must again be im- 
jpressed that in the preparation of this 
analysis each and every detail, however 
minute, must be included in a step-by- 
step presentation of the exact work 
done during a normal work day in the 
office. After all the functions, duties 
and responsibilities are shown and ex- 
plained, management will have a com- 
plete picture of all the routine func- 
tions of the employe within the office. 
When the analysis is read, a careful 
list of the duties of each employe can 
}be used to prepare an office manual. 





Valuable to Agent 


This will be of tremendous value to 
the agent in not only describing the 
over-all purpose of the agency but ex- 
plaining the part the employe function 
plays in the over-all operation of the 
business. The job analysis will also 
give the agent additional information 
that will point out areas in which train- 
ing is required. Inasmuch as the mo- 
dern day local agency is a sales office 
with every component part of the of- 
fice system having a direct bearing 
upon the sales and profits, the training 





Zurich Names Cogburn 
Manager At Dallas 


Zurich has appointed B. D. Cogburn 
manager at Dallas and Jaime E. Dick- 
erson and Robert L. Drago Jr. multiple 
line field representatives there for 
Texas and Oklahoma. 

Mr. Cogburn joined Zurich in Dal- 
las as a field representative in 1959. 
Prior to that he was with North Brit- 
ish, National Union Fire, and the Texas 
board of insurance. Mr. Drago was 
with Fireman’s Fund, and American 
Surety before joining Zurich this 
month. Mr. Dickerson also joined the 
company this month and will handle 
the northeast section of the territory. 
He had been with U.S.F.&G. at Dallas. 


Dunn To Ky., Tenn. Field 


American Fire & Casualty has ap- 
pointed James W. Dunn special field 
representative in Kentucky and Ten- 
hessee. He joined the company in 








June. Before that he was with America 


Fore at Chicago. 





Connell In Texas, N. M. 


Cimarron has appointed Clyde Con- 
nell special agent for west Texas and 
eastern New Mexico. He will supervise 
fire and casualty production and will 


a work out of Lubbock. 
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of office personnel becomes a matter 
of paramount importance in the gen- 
eral insurance business. 

The physical planning or rearrange- 
ment of your office, based upon an 
analysis of the work flow study and 
job analyses, may, with certain minor 
alterations, produce a finished picture 
that may look as trim and logical as a 
machine. On the other hand, it may 
well reveal a surprising state of dis- 
order, unnecessary complexity, dupli- 
cation of effort, wasted space and 
wasted steps. If the latter is the thing 
that has happened to your office, the 
diagram will bring it sharply into 
focus. 

In planning the rearrangement of an 
office, do not stick to inflexible stan- 
dard sizes and shapes of conventional 
desks and furniture. Modern office 
equipment is so constructed as to fill 
the need of virtually any combination 
to suit the particular space or work 
area. Illustrative catalogues of modern 
office furniture and equipment with 
full details on their function and di- 


mensions are available free from any 
of the companies manufacturing such 
equipment. Do not cling to dead sys- 
tems and practices that have become 
outmoded—condition yourself to the 
rapid changes that are now taking 
place in the methods of merchandising 
our product. 


Several Remedies 


These studics of agency operation 
are not going to be of value unless 
there is some way of applying the 
analysis to come up with a remedy. 
The answer is that there are several 
remedies to be taken, singly or toget- 
her. Note again that the agent must 
maintain his present system in order 
to handle the conventional, personal 
and commercial policies now issued 
through his office. 

It is obvious that the economy type 
plans will reduce record keeping. The 
invoice and collection statements are 
no longer necessary since the plans 
call for the premium with the applica- 
tion for insurance. An agent will now 
only need a three-part multiple form, 
an expiration record, and a record of 
the gross premium written each month 
(with the commissions earned on 


Florida Agents Will 
Erect Own Building 


Florida Assn. of Insurance Agents 
will soon begin construction of its own 
headquarters building at Tampa. The 
$50,000 structure on Dale-Mabry high- 
way will have 2,500 square feet of 
floor space and will house the associa- 
tion’s staff of four when completed 
next January. Florida is the first state 
association to erect its own building. 
To Accommodate Classes 

Accelerated activities prompted pro- 
vision of the new headquarters. The 
association’s eight recent homeowners 
clinics were attended by 1,606 stu- 
dents. In the past five years, more than 
8,000 students have taken various 
courses sponsored by the association. 





them). Since these will be internal of- 
fice records, the amount of commission 
and the net due the company could be 
typed directly on the form. The agent 
will also need an insured’s line copy. 

The expiration copy would be filed 
with others and the company copy 
filed by the company name and check- 
ed against the statement received from 

(CONTINUED ON PAGE 22) 
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Here’s the 
Place! 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon 
President 

EXCESS LIABILITY ANY NATURE 
FORMS OF LIABILITY INSURANCE + 
OVER-AGE PERSONAL ACCIDENT + EXCESS MOTOR TRUCK CARGO + INLAND MARINE + REINSURANCE 


175 West Jackson Boulevard ° 


LIABI 


TRUCKS, AUTOS, GENERAL 
LIABILITY, PRODUCTS, 
PROFESSIONAL 


Teletype: CG 1301 


EXCESS 





* FIRE AND ALLIED COVERAGES - 
MALPRACTICE LIABILITY 


Chicago 4, Illinois ° 


LITY? 


Jay W. Gleason, C.P.C.U. 
Executive Vice President 


OL&T, PRODUCTS AND ALL 
GROUP ACCIDENT & SICKNESS 


WaAbash 2-8544 


Cable: JonesHogg Chicago 

















Surplus Lines 


¢ Automobile 
« General Liability 


¢ Retrospective Physical Damage 
¢ Miscellaneous 
e Fire 





Primary Coverage in Illinois 


e Fire e Owners, Landlords & Tenants Liability 
e Elevator e Plate Glass 50 50 & full coverage 
e Products e Manufactuters and Contractors 
e Contractual © Workmen's Compensation 
e Fidelity and Surety ® Independent Contractors 
@ Comprehensive General ® Garage Liability 
e Automobile full coverage @ Liquor Liability 


e Physical Damage retrospective contract 


e Manual rates on Primary Coverage 


A member of the Cosmopolitan Group 


Cosmopolitan Insurance Company 


A multiple line stock company 





4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, Illinois 








PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 

%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY SURPLUS LINES 


ia : OUTSIDE ILLINOIS — Through Licensed 
All 3rd Party Liability Including Excess Surplus Lines Agents in Those States 
A Kick : ae And Territories Which Permit Non- 
hove . Assigned Risk Auto Limits to Admitted Carriers To Write Liability 
100,000 /300,000 /100,000. Coverages. 





THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES 
FLEXIBLE UNDERWRITING ... REALISTIC RATING .. . 
INDEPENDENT! 

SINGLE RISK REINSURANCE TO 82.000.000!!!! 


FIDELITY GENERAL INSURANCE COMPANY 


A STOCK COMPANY 





222 West Adams Street 
RA - 
ndolph 6-4060 Chicago 6, Illinois 
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NAIA Names Kelley 
As Research Head 


C. Harvey Kelley has been named 
director of research and development 
of National Assn. 
of Insurance 
Agents. He will 
assume his new 
post Aug. 1. 

Mr. Kelley has 
been since 1957 
witn North British 
as educational as- 
sistant and assis- 
tant to the produc- 
tion  superinten- 
dent. He has been 
responsible for the 
company’s field 
men’s correspondence course and has 
also devoted much time to marketing 
studies. Before joining North British 
he was with Springfield F.&M. as a 
junior investment analyst. 

Mr. Kelley, a Phi Beta Kappa grad- 
uate at Dartmouth, completed his 
business studies and received a mas- 
ters degree from the Dartmouth school 
of business administration, where he 
specialized in marketing and business 
forecasting. 

Mr. Kelley is regional membership 
chairman of Insurance Company Edu- 
cational Directors Society and is work- 
ing toward completion of his CPCU 
designation. Since 1958 he has been 
an instructor of the school of Insur- 
ance Society of New York and also of 
American Institute of Banking. 





C. Harvey Kelley 


Fielding To Retire, 
Tex. Fire Prevention 


Bureau Names Vaughn 

David W. Fielding, chief engineer 
of Texas Fire Prevention & Engi- 
neering Bureau, will retire Aug. 1. 
J. E. Vaughn, now his assistant, will 
succeed him. 

Mr. Fielding has been with the bu- 
reau and its predecessor, Texas In- 
spection Bureau, for 39 years and has 
been chief engineer since 1947. Mr. 
Vaughn has been with the bureau 
since 1949 and has been in charge of 
operations concerned with automatic 
sprinklers since 1951. 


Colorado Blue | Goose 
Names J. B. Leyden MLG 


Colorado pond of Blue Goose has 
elected John B. Leyden of America 
Fore most loyal gander; J. H. Silver- 
smith Jr., Silvérsmith agency, super- 
visor; Robert L. Barlow, Stough-Vin- 
cent Co., custodian; William C. Bul- 
lard, General Adjustment Bureau, 
guardian; J. Darrell White, Braerton- 
Simonton-Brown, keeper, and John T. 
Wilcox, Springfield F.&M., wielder. 


Kansas City Fire Loss 
Estimated At $1,840,050 


Loss from the fire and explosion 
which destroyed the Employees Con- 
sumers Organization building and 
adjacent structures at Kansas City is 
estimated at $1,840,050. The loss break- 
down is property damage, $692,600; 
contents, $897,500; and business in- 
terruption, $249,950. 


Appointed to the insurance com- 
mittee of Kansas City Starlight Thea- 
ter Assn. are John M. Nuckols, ex- 
ecutive secretary of Kansas Assn. of 
Insurance Agents; Vincent M. Hager- 
ty, Hagerty-Aus agency; and Clinton 
Kanaga, Mann-Kline agency. The 
committee will place and service all 
coverage on the outdoor theatre. 








~ plement to its basic reinsurance 
facilities, offers a cost-free pro- 


fessional management and statisti- | 


3 cal counselling service designed to 
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TREATY + FACULTATIVE 


J.H.LEA & CO [NG 


209 South LaSalle St. » Chicago 
ANdover 3-6232 


J.H.LEA & CO. LTD. 


81 Gracechurch St. » London 
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FIRE - CASUALTY 
POSITIONS OPEN 


M. West & 
Fire Adm. Mgr. $17,500. |} § 
M. West 

Asst. Marine Mgr. $11,000. 

N. West 

Cas. Br. Mgr. $10,000. 

S. East 

Cas. Prod. Supv. $10,000. 
East if 
Stat. Dept. Supv. $ 8,000. 

M. West 

Farm Dept. Supv. $ 8,000. 
East 

Cas. Clms. Mgr. $ 8,000. 
East 

Fire Clms. Mgr. $ 8,000. 

M. West 

Cas. Undr. Supv. $ 7,500. 

N. West 

Cas. Accountant $ 7,000. 

M. West 

Safety Engineer $ 6,750. 


More than two decades serving the in- 
surance industry exclusively. Write for 
“HOW WE OPERATE.” All inquiries given 
confidential handling. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 
330 S. Wells Chicago 6, Illinois 
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Contrasting views on the merits of 
over-all company marketing programs 
have been expressed by prominent 
agents in Iowa and Illinois in reply to 
Tue NATIONAL UNDERWRITER’S ques- 
tionnaire on the subject. 

An Iowa agent writes: 

Iowa has been the dumping ground 
for all plans because of the peculiar 
nature of our filing requirements, and 
we have had to adjust rapidly to sur- 
vive as an agency. We have four auto 
plans in use, and our volume is now 
split 25% on _ super-selective six 
months contracts with direct billing, 
25% on super-selective annual premi- 
um on agency billing, 30% on bureau 
annual premium on agency billing, and 
' 20% on the old original classification 

system and agency billing system. 





Auto And Budget Plans 


As of July 1 we completed a full 
year under one company’s auto plan. 
We are convinced that our contact 
with insured has been lost through 
direct billing. Company contact with 
insured through direct mail question- 
' naires is creating extreme problems 
; because the questions are leading, the 

answers are returned direct to the 
company and we have no information 
or control relative to endorsements 
issued as a result of the answers. The 
/ underwriting contact and our files are 
therefore incomplete. We will now en- 
deavor to eliminate all direct billing 
and go back to those forms which give 
us complete underwriting control. We 
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estimate that we have lost approxi- 
mately 20% of our automobile business 
due to failure of our clientele to con- 
form to direct billing and present 
handling procedures. 


Idea Accepted 


With regard to budget payment 
plans, we wholeheartedly accepted the 
idea and placed approximately 40% of 
our premium under a company plan. 
Due to billing errors, lost payments, 
premature cancellations and company 
inefficiency, we have been faced with 
such an administrative snarl that we 
have reduced the company participa- 
tion to less than 10%. The remaining 
30% is now under our own agency- 
owned and controlled budget payment 
plan. 

We are now handling our fourth 
homeowners revision, and the claim 
confusion resulting from the limita- 
tions placed on the new policies is 
almost insurmountable. The plan of 
coverage and the idea is excellent, but 
age and premium have both our cus- 
tomers and the agents completely con- 
fused. The failure to include the auto- 
mobile and basic marine coverages has 
cost our companies and agencies mil- 
lions in premium dollars. We advocated 
the inclusion of the automobile when 
the plan was first instituted, and 
several smaller companies have done 
so with gratifying results. We find 
that the homeowner is a far better 
risk for automobile than any other 
class of people, and the occasional few 
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@ Commercial and Industrial Risks 


@ Flexible Retrospective Plans 


‘Agents Analyze Company Marketing 


Plans; Describe Their Experience 


that require cancellation or uprating 
would have minimal effect in the over- 
all picture. 

I have definite ideas regarding the 
combination of life, A&S and home- 
owners. We have had a strong life and 
A&S department, since I am a chart- 
ered life underwriter. In fact, we wrote 
in excess of a million dollars ordinary 
last year, plus substantial group busi- 
ness. For the past three years we have 
been unable to sell successfully present 
combination policy plans involving 
ordinary life or higher premium form. 
The permanence of life and the transi- 
tory nature of other form appears to be 
incompatible and we have definitely 
discarded the idea of reaching the 
present market. 


Limited Market 


Most persons have purchased some 
form of life before they reach the age 
when they acquire property requiring 
other forms of coverage. Since none of 
the existing plans takes into account 
the assimilation of existing life pre- 
miums, the service rendered to the 
client is negative. His desire is to 
include all premiums that he pays in a 
single budget plan, and so far there are 
no companies willing to collect the 
other companies’ life premium. 

As each individual progresses finan- 
cially and otherwise, his property val- 
ues change radically, whereas his life 
program may have been completed by 
his parent or himself prior to this 
sharp increase in property values. He 







All Classes of Liability Insurance 


@ Special Risks 


@ Excess Limits Over Primary or Self Insured Risks 


@ Surplus Lines in Midwestern States Other Than Illinois 
Through Surplus Lines Agents in Those States Which Permit 
Non-Admitted Carriers To Write Liability Insurance 





HARBOR INSURANCE CO. 


W. BOURLAND, PRESIDENT 


Los Angeles, California 





SWETT & CRAWFORD, INC. 
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Chicago 4, Illinois 


9 


may move anywhere with his life 
policy, remitting from all points of the 
globe, and have his contract remain in 
force, but this is not true of automo- 
bile, fire and other lines under present 
plans. 

We have long advocated cooperative 
advertising to combat direct writers. 
We have consistently spent from 7% to 
10% of our budget without any assist- 
ance from any companies. If we could 
double our effectiveness with our ad- 
vertising dollar, there is no question 
that we could successfully present the 
most effective program in the business 
today. I am wholeheartedly in favor of 
a cooperative expense sharing ad pro- 
gram. 


Need Several Companies 


We accept the package principle, but 
it should be extended to farms, com- 
mercial accounts and industrial oper- 
ations. If the policies are to be effective 
they must be extended to those basic 
coverages which will give one agency 
complete control of the average fam- 
ily’s insurance, other than life. Then, 
if the agency provides life, it will also 
control the life business. 

We once thought a single multiple 
line company would be the ultimate 
answer to our problems, but we are 
now convinced that our preservation 
and growth depend on representing 
several strong multiple line companies, 
both bureau and independent, because 
of the fumbling, inept approach to the 
common market. It seems almost un- 
real to see the peculiar approaches 
made by company men who are not 
producers and who do not seek the 
counsel of producers. 

You need only look at the multiple 
changes that have been made to real- 
ize that desk jockeys cannot read the 

(CONTINUED ON PAGE 22) 
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Market Plans Must Be Flexible To 
Meet Needs Of All Types Of Agents 


By JOHN N. COSGROVE 


The reaction of prominent agents to 
over-all company marketing programs 
points up some interesting anomalies. 
The programs in question are mainly 
concerned with personal lines and 


include economy auto plans, budget 
payment arrangements, homeowners, 
sometimes life and A&S, profit sharing 
agreements, and cooperative ad cam- 
paigns. 

It would appear that in designing 
these programs, companies have en- 


visaged a stereotype agent rather than 
agents as they really are, and have 
tried to develop a uniform program 
suitable to all producers. It becomes 
increasingly apparent that such a 
marketing program—quite apart from 
the implication each contains of pro- 





July 22. 19 July 22, 


Atle 


Use 






pelling agents toward more exclusiy) 
or single company representation— 
unacceptable to agents for even mor 
elementary reasons. The most compel). 
ing reason is that agents are as varioy 
in kind and degree as are customer! 
There are not only differences betwee, 








Open More Doors, Close 


By attending the 27th Aetna Agents’ School 
Class Starts September 12th. Enrollment is Free 


Hundreds of alumni can tell you that their 
training at Aetna’s Multi-Line School was the 
turning point in their career. Regardless of 
the length of your experience, you will enjoy 
immediate benefits from the modernized cur- 
riculum which emphasizes the new package 
policies. 


The seven-week course is divided into two 
sessions of 21%4 weeks for personal lines and 
41% weeks for commercial lines. Eligible agents 
may take either or both sessions. The school is 
conducted by full-time instructors, experienced 
in insurance and in the teaching profession. 
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AZETNA INSURANCE COMPANY 






More Sales 


Latest type visual aids are employed and prac- 
tical application of knowledge is the theme of 
the entire course of study. All types of insur- 
ance — fire, marine, casualty and surety — are 
analyzed as they apply to given risks. 





There is no charge for tuition and all class- 
room materials are provided free. Agents of the 
Aetna Insurance Company and men associated 
with them are eligible for admission. Your 
Aetna fieldman will furnish detailed informa- 
tion, or you may write to the Educational Dept., 
Aetna Insurance Company, 55 Elm Street, 
Hartford 15, Connecticut. 


Proven Symbols of 


Professional Service 


HARTFORD 15, CONNECTICUT 





good and bad agents but between goo) In 195 
and other good agents. These varia. depart f 
tions depend on size of the agency) error m<¢ 
location, market, age of principals any cies. Th 
staff, and numerous refinements qf was unr 
each of these factors. ages se 
: thought 
Leading Agents Buck Plans agents t 
One ironic twist with regard to thew Accor‘ 
marketing programs is that some of th! lines de 
companies which have adopted then question 
are simultaneously conducting rigorouws covers a 
campaigns to refine their ageng) 600 prod 
plants. These companies have learne} what pr 
through long experience that a smalf the publ 
minority of their agents comprise th: With 
cream of their plant. For example, on} question 
insurer with 15,000 agents found tha) introduc 
it was getting a third of its volume ani) ers safe; 
half its profits from 700 agencie) are built 
Other companies in similar circum. , 
stances have determined to weed oy) Seminar 
the unprofitable production sources The g 
and build their future on the hari og) rest 
core of choice agents. In doing so, they courage 
are left with the very type of agen} cories o 
who most strongly resists the over-al} qycers | 
marketing plans. From 
The very best of these choice agents the sem: 
are those with large volume and wel} maximu 
equipped establishments. Some f opinions 
them have the most modern electroni) hicle to 
and other mechanical devices for detal) this obj 
handling. Practically all of them lon} |jmited 
have had a budget plan of their ow} jing fron 
or one they can and do use effectively) produce 
The principals and solicitors in - resentat 
agencies do nothing but sell. They hav) informa 
various departments and staffs fu) eonfere 
paper handling. The prospect of mor pression 


selling time for the principals ané 
solicitors through company assumption 
of detail—which is an _ indispensabl' 
part of the company marketing pro- 
grams—holds no appeal for _ such 
agents. They reason that they canno 
sell more than 100% of their working 
time, which is what they are doing 
now. Furthermore, they believe tha 
their efficient operations can handk 
detail as well as or better than con- 
panies could. i 
Thus the companies which are re) 
fining their plants face the prospect 0! 
being left with the most vigorous 0p-+ 
ponents of over-all marketing plans 
agents who believe they need thet" 
least. | 


Other Agents’ 


Meanwhile, the type of agent who is 
being lopped off for one or more re@* 
sons may be the very one who woult 
profit most by an over-all plan. Thes 

(CONTINUED ON PAGE 23) 
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Atlantic Group Consults Agents, 


In 1959 Atlantic Mutual decided to 
depart from the traditional trial and 
error method of introducing new poli- 
cies. The company concluded that it 
was unrealistic to decide what cover- 
ages or combinations of coverage it 
thought would sell, and then ask its 
agents to market them. 

Accordingly, Atlantic’s multiple 
lines department developed a_ broad 
questionnaire on commercial property 
covers and sent it to a selected list of 
600 producers, soliciting their views on 
what protection was needed and what 
the public would buy. 

With information gained from this 
questionnaire, the group subsequently 
introduced in several states its retail- 
ers safeguard policy. Producers’ ideas 
are built into this package. 


Seminars Encouraged 


The gratifying response and practi- 
cal results of the questionnaire en- 
couraged the group to go ahead with a 
series of informal seminars with pro- 
ducers in 1960. 

From the outset, Atlantic felt that 
the seminars should give producers the 
maximum opportunity to express their 


‘} opinions and should not be only a ve- 


hicle to convey company ideas. With 
this objective in mind, each seminar is 
limited in number of attendants, rang- 
ing from 10 to 15 persons. In each case, 
producers outnumber the company rep- 
resentatives, sometimes two to one. The 
informal gatherings are held around a 
conference table to encourage open ex- 
pression of all pertinent views. 


XUM 


ra Uses Their Views In Market Plans 


Topics for the sessions are left to 
the discretion of agents. However, a 
unifying theme has been used at all 
seminars: “What should we—company 
and agents— be doing to meet compe- 
tition from exclusive agency companies 
and specialty insurers?” 


Questions Requested 


Agents, who are invited to attend 
seminars, are requested to send in ad- 
vance a list of subjects or questions 
which they would like to consider, 
When the seminar meets, each agent 
is asked to specify the one subject 
which he would like to see featured 
at the session. 

Atlantic also prepares a list of ques- 
tions and subjects on which it desires 
clarification. Time permitting, these 
topics are also raised at the meetings. 
For example, here are five questions 
on Atlantic advertising which the com- 
pany has asked agents: 

1. What subjects do you want stress- 
ed in advertising? 

2. What medium do you prefer—TV, 
radio, newspapers, magazines, direct 
mail, or billboards? 

3. What type of advertising and pro- 
motional material would you consider 
most helpful? 

4. How do you feel about cooperative 
newspaper campaigns? 

5. In what ways could Atlantic’s ad- 
vertising be improved? In this con- 
nection, would an agents’ advisory ser- 
vice be of genuine help? 

No limitation is imposed on discus- 
sions at the seminars, and there is no 


Chicago 


Get in the swim! Get G.F.&C.’ 


on every policy, 


s Pittsburgh 
= Jacksonville, Fla. 


Professional Agents Select 


E.M.C. FOR 


COVERAGE 


... to serve their most valued clients 


FIRE ° BONDS ° CASUALTY 
INCLUDING WORKMEN’S COMPENSATION 
@ Competitive mutual rates 
@ Prompt nationwide claim service 
@ Accident prevention engineering 
e@ Branch offices coast to coast 
PROTECTION IN ACTION — EVERY WHERE! 

P 


A NATIONAL INSTITUTION 





MUTUAL CASUALTY COMPANY 


DES MOINES 7, IOWA 
American Agency System 100% ¢@ Assets Over $50 Million 









* Quick i 

ie & understanding underwriting Service 
ro i 

He mpt and fair Settlement of claims 
xpert engineering facilities 


~~ GENERAL FIRE AND eAsyarT 


(A Multiple | CAS UALTY COMPANY 


ce: 1790 Broadway, New York 19 N. Y 


Newark ae 
Philadelphia 
Minneapolis 
nanan its Ruston, L 
ston, La. ; 





12 


taboo subject matter, but an effort is 
made to keep exchanges of views with- 
in the basic theme of meeting the com- 
petition of insurers operating under a 
different distribution system. At each 
seminar an Atlantic officer is modera- 
tor. He encourages participation by all, 
but apportions time so that every sub- 
ject is adequately covered. 

The first test seminars which At- 
lantic held covered four principal in- 
surance areas of the country. In each 
area a representative city was chosen 
as the seminar site, and agents from 
that city and from adjoining towns 
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were invited. These areas and cities 
were: Middle Atlantic—Syracuse; New 
England—Providence; midwest—Ind- 
ianapolis; Pacific Coast—San Francis- 
co. Some producers traveled 250 miles 
to attend. 


Advertising Of Interest 


As noted, advertising was one of the 
principal topics of interest at the sem- 
inars. Also on the agenda were: 

1. Work Simplification: How the 
agent can get more time to sell. 

a. Direct billing. 
b. Continuous policies. 


c. The multiple line concept: The 
potentials of packages. 

2. Premium Budgeting: The advan- 
tage of time payments in meeting com- 
petition, and the relative merits of 
bank plans, company plans and Afco. 

3. The desirability of more research 
in preparing new covers. 

4. The desirability of placing all of 
insured’s coverage in one company as 
against dividing his account among 
several insurers. 

5. The evaluation of competitors op- 
erating outside the independent agency 
system, and consideration of their rela- 
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You'll admit that deep-sea diving qualifies as a hazardous profession. But, if you want 
Accident and Health insurance for a diver-prospect, we'll write it just as quickly as 
we will on the man whose greatest danger is a bar of soap in the bathtub. 


For information on any of our products and services, see your nearest Continental 
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AGENCY DEPARTMENT 


Continental Casualty Company 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4 











A Member of the 
CONTINENTAL-NATIONAL 





GROUP 


Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 


Transcontinental Insurance Company 





July 22. 196) 


tive strengths and weaknesses. 
6. The possibility of mandatory de. 
ductibles. 


Results Detailed 


Producers and the company unani.| 
mously agree that valuable knowledg! 
has been gained from the seminars) 
Here are some of the specific results 

1. Advertising: Atlantic is now com. 
pletely reevaluating its ad program ip 
the light of information obtained at the 
four seminars. Special attention is be. 
ing given to the selection of media, th 
topics chosen for consumer ads, an¢ 
the preparation of tie-in material fo 
agents. The seminars have provided 
clear cut direction for future Atlantir 
advertising. 

2. Premium Budgeting: The seni. 
nars induced Atlantic to reconside 
the possibility of introducing a con.- 
pany budget plan. 

3. Market Research: As a direct out- 
growth of the seminars, Atlantic will 
conduct additional market studies ina 
key Middle Atlantic state in connection 
with the group’s casualty operations } 

4. Agent-Company Relations: The: 
seminars have prompted Atlantic to 
consider a permanent advisory coun-! 
cil. As envisioned, this council wil! 
break down into several regional 
groups comprised of agents and compa- 
ny representatives. The purpose of the 
council will be to maintain continuing 
exchange of ideas on topics of joint in- 
terest. 

5. Continuation of Seminars: The 
test meetings were so successful that 
Atlantic scheduled resumption of the 
seminars in the fall of 1960. 








Other Commentary 


An Atlantic executive, convinced of 
the merit of the seminars, has pointed 
out that they enable the company to 
gain an understanding of the collective 
thoughts of producers. This would not 
be possible by individual exposure to 
agent opinions or even through a field 
trip. 

Agents are equally enthused. One 
veteran of 45 years agency experience 
commented that the Atlantic seminar 
in his region produced the first invi- 
tation he ever had to confer with a 
company on the vital topics of what 
the company was going to sell and how} 
best to proceed. Reflecting a new cli-/ 
mate in agency relations, another pro-| 
ducer expressed the hope that Atlan-| 
tic got as much value out of the coal 
nar as did the attending agents. 





Hanover Names Williams | 
Fla. State Agent At Tampa | 


Thomas J. Williams has been ap- 
pointed Florida state agent of Hanover 
at Tampa. He was formerly in the fire 
underwriting and casualty depart- 
ments at the home office. 

Finley Tucker & Brother, Jackson- 
ville general agents, will continue to 
represent the Illinois Underwriters 
department of Hanover in Florida. 

Insurance Women of Wheeling, 
W. Va., have elected Dorothy Zitko 
as president, Linda Hammer Ist vice- 
president, Helen Ferlise 2nd _ vice- 
president, Stella Chafin recording sec- 
retary, Rosemary Yonko recording 
secretary and Lee Ann Persinger! 
treasurer. f 
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Safe Driver Report 


The automobile committee of De- 
troit Assn. of Insurance Agents, having 
studied safe driver plans, direct billing 
and restricted package policies, has 
reported to the membership that the 
safe driver plan is a success in Michi- 
gan and that most of the new business 
comes irom direct writers—Detroit 
Auto Club, Allstate and State Farm— 
put that the companies, while happy 
with the loss ratio, are still somewhat 
disappointed with the volume. 

The companies, the committee states, 
should not place the independent 
agent in the same position as the di- 
rect writer. With inflexible under- 
writing and “overly restricted” con- 
tracts, the agency system is retreating 
from its main strength of granting su- 
perior service, it is observed. 

The agents also recommend that the 
family auto policy be improved and be 
the major contract in the auto field. 
Among the suggestions for change are 
that single limit liability be adopted as 
well as an increased limits table; that 
the package concept be available as 
an option: that medical be revised so 
insured can collect only one time; that 
a new list be adopted using the six 
numerical groups. 


Auto Plans Too Numerous 


It is impossible for an agency. re- 
gardless of size, to keep up with the 
numerous auto plans now on the mar- 
ket, the committee comments. An 
agent can market only the one or two 
plans that best fit his operations. Be- 
cause no plan has all of the important 
features, the committee suggests that 
an agent selecting a merit plan give 
consideration to several features. 

—Flexibility. Many plans incorpo- 
rate little or no flexibility in their 
underwriting, it is observed. This is 
especially so in connection with low 
cost package contracts. “Companies 
that underwrite with a set of inflexible 
rules are no better than the direct 
writers and can be held responsible 
for most of the protests against merit 
rating. For example, the company with 
the written rule against acceptance of 
an insured with more than one acci- 
dent in a three-year period may issue 
a policy and a few months later, if the 
insured is involved in a $50 minor 
accident, it will cancel because of the 
insured’s record of two losses within 
a three-year period.”’ While not ques- 
tioning the procedures and underwrit- 
ing rules in connection with new bus- 
iness, the agents maintain that once 
a policy is issued the agent is en- 
titled to local underwriting “and not 
a set of inflexible rules to determine 
what is good business.” 

—Tickets. There is an increasing 
public dissatisfaction because of in- 
surance points for minor infractions, 
the committee declared. Speed traps, 
business speeding tickets, etc., which 
do not necessarily indicate bad driv- 
ing are charged against the insured. It 
is suggested that a change to two free 
tickets or the limitation of tickets for 
other than underwriting considerations 
would be desirable. 

—Direct billing. This saves consid- 
erable time at renewal, but does not 
entirely solve the expense problem, 
the committee said. The agent is re- 
quired to secure signed applications 
and obtain a premium check before 
processing, and changes requiring ad- 
ditional or return premium must be 
handled on the spot for exact quo- 
tation to the insured. Additional pre- 
miums must be collected when the 
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rating of a risk is changed because of 
a MVR check. To offset these items of 
time consumption, direct billing gives 
the agent additional selling time and 
helps his renewal ratio. 

—Restricted package policies. “One 
of our committee members represents 
a one-man agency. He writes approxi- 
mately 20 new applications a month 
and this is a considerable increase in 
volume. His automobile commission in- 
come, however, is approximately $1,- 
000 less. This agent is happy with di- 
rect billing, is pushing the package 
policy, is having problems with the 
ticket and flexibility items. He has 
found that the restricted policy re- 
quires that it be fitted to the customer. 
For instance, the ‘drive other automo- 
bile’ and ‘home trailer’ restrictions 
must be explained. He is required to 
offer the restricted contract to insured 
on his books because he offers it to 
new customers. If he finds it desirable 
to even switch his automobile volume 
to another stock company. He may be 
a captive agent.” 

Insurance Agency of Colorado has 
moved to 1000 Security Building, Den- 
ver. 
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Says Agents Handle Too Many Losses 


(CONTINUED FROM PAGE 6) 
being unqualified or unreliable. It has 
become the accepted practice to allow 
the agent authority up to $200 and 
even $300 in many cases. 

If 70% of all losses are under $300, it 
would seem to us that this is the place 
for the companies to begin to get into 
the black or to increase their profit. 
It can be done without being “penny 
pinchers” or rough and tough with the 
insuring public. Ordinary good adjust- 
ment practices will save 30% easily by 
attention to detail, looking for used 
parts, detecting old damage, justified 
depreciation and so forth. 

The small losses fill in and bridge 
the gap between the larger and more 
serious losses. Since they are more nu- 
merous, it releases the agent of bur- 
densome detail and gives him a chance 
to sell. The overhead of many agents 
is increasing by having to keep an 
extra clerk or two just to handle 
claims. 

Where, we ask, is the personnel go- 
ing to come from when the big losses 
come along? You don’t train qualified 
men overnight. Bringing in a storm 


crew will help, but it is very expen- 
sive. It is hard to assemble a “storm 
crew” sometimes even for the bureau 
organizations. When hundreds of men 
are pulled away from their home areas 
the normal flow of business at home 
is disrupted sometimes for months. 

Several years ago, a large eastern 
company became aware of an acute 
shortage of qualified adjusters after a 
series of hurricanes along the east 
coast. They sent a letter out to all of 
their agents to refer all losses to qual- 
ified adjusters. They found that the 
growing practice of agents handling 
the smaller losses was having an ad- 
verse effect by reducing substantially 
the number of qualified adjusters nec- 
essary to handle disaster situations. 
Many companies do subscribe to re- 
ferring the smaller losses to an ap- 
proved adjuster. It is our feeling the 
subject is worthy of considerable 
thought by all loss managers. 

New Jersey chapter of Society of 
CPCU will offer CPCU study courses 
at Rutgers University extension di- 
vision at Newark in September. 











Higher liability limits are avail- 
able at favorable rates. 


Arrange this excess coverage for 
your insureds through our 
facilities. 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Blvd. * Chicago 4 * WAbash 2-4280 


HEARD THE NEWS ABOUT 
GEO. F. BROWN & SONS? 


they're offering 

an excess auto plan 
for assigned risks... 
at competitive rates! 


Just in time, too! With court 
awards continuing to exceed 
minimum legal limits, your cli- 
ents can’t afford to be under 
insured. 


See or write us now for further 


information or applications! 
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Motors And GEIC Of 
GM Group Combine, 
Motors Is Survivor 


Motors, the General Motors insur- 
ance company, and General Exchange, 
also a GM affiliate, have been merged. 
As of last year end, General Ex- 
change had assets of $166,954,575 and 
wrote premiums in 1959 of $111,122,- 
572, all of it auto PHD. Motors at 
1959 year end had assets of $72,992,- 
175 and premiums, all auto PHD, of 
$61,932,285. Thus the surviving insur- 
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er, Motors, has almost $240 million of 
assets and is writing about $135 mil- 
lion of premiums a year. 


Heth In A&S Sales Post 
Of Indemnity Of N. A. 


Donald C. Heth has been appointed 
director of A&S sales of Indemnity of 
North America. He entered the busi- 
ness with the company in 1946. He 
went with Continental Casualty and 
has been in sales and administrative 
work in A&S for that company the 
past 12 years. 

















Fireman’s Fund Names 
Lamprey State Agent, 
Makes 7 Other Changes 


Fireman’s Fund has made a number 
of personnel changes. 

Leonard L. Lamprey, special agent 
at Washington, D.C., has been named 
state agent there, replacing Russell W. 
Hawkes who has been transferred to 
New Haven, where he will supervise 
fire operations in Connecticut. Both 
men have been with the Fund since 
1952. 


It has built-in subliminal advertising .. . 
Millions of microscopic letters spell out “Renew. Renew. Renew” 





Unfortunately it takes more than sub- 
liminal advertising to get — and hold — 
compensation and liability coverages. it 
takes adept use of modern rating pro- 
cedures, tailoring the plan to the indi- 
vidual risk, to put you in a competitive 
position with today’s insurance buyers. 
Bituminous gives you this individualizea 
underwriting service and combines it 
with topnotch engineering and claim 
service to help you write —and renew 
— the big coverages for better earnings. 
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David A. Whitehead has been ap. 
pointed special agent assisting Mr 
Lamprey. He joined the Fund in 1954 | 
and since 1959 has handled various 
underwriting and field assignments. 

James L. Galvin has been appointed) 
special agent at Buffalo. He joined the! 
Fund in 1956 as an auto-casualty! 
underwriter at Syracuse and became! 
senior casualty underwriter in 1958! 

Charles D. Myers, formerly super. | 
intendent of Memphis claims, has beep 
transferred to Atlanta where he wil] 
serve as administrative assistant to 
G. L. Carter, group claims manager 
Mr. Myers will be succeeded by W,. 
Howard Baker who for the last several 
years has been in the Memphis claim; 
division. 

William W. Lane has been appointed 
auto and casualty underwriter at Jack- 
son, Miss., succeeding Thomas J, 
Avery. 





Com panies Aid Mutual 
Agents AdCampaign | 


' 


Due To Start In Nov. ! 


November has been chosen as the! 
month to kick off a national advertis- 
ing drive by mutual agents and their) 
companies. National Assn. of Mutual 
Insurance Agents and the Advisory 
Conference, a mutual agency company 
organization, planned the drive to en-/ 
courage more advertising and promote j 
the use of NAMIA’s mounted warrior | 
emblem and its slogan “Mutual Agents 
Offer More.” 

J. Wallace Aggett, secretary of At-/ 
lantic Mutual Fire of Savannah, is 
chairman of the committee which is 
heading the program. 

The committee is asking members of 
the 34 mutual agents associations to 
seek company support for the project. 

Facts on the mutual agency system | 
will be carried through decals, scotch. | 
lite bumper stickers, road signs, lapel | 
pins, and literature, all of which will 
be made available to the agents. 

Highlights of the advertising project 
will be featured Oct. 22-27 at a spe- 
cial booth during the annual conven- 
tionof NAMIA in Washington, D. C. 
Each of the states is being asked to 
provide a speaker on the subject at 
the convention. 





U.S.F.&4G. Names Parker 


To New Post In Houston 

U.S.F.&G. has appointed Wilton E.} 
Parker agency _ superintendent at 
Houston. With the company since 
1946, he started in the home office and' 
went to Houston as a special agent in 
1955. He has been superintendent of| 
the fire, marine and multi-peril de- 
partment there since 1956. He is a for- 
mer president of Houston Field Club. 
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Malpractice 


Competitive Rates 
for 
Nursing Homes 








Senitariums 


Physicians & 
Surgeons : 
Beauty Shops 
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Win. K. O'Connor & Co. 


53 West Jackson Blvd. 


Chicago 4, Ill. 
HArrison 7-1721 





Hospitals : | 
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Rated Substandard §=f'our More Insurers Discuss heir 
Policyholder Relations Programs 


Basis For A&S Risks 
Is To Be Utilized 


Continental Assurance is extending 
the principle of rated sub-standard un- 
derwriting to the field of non-cancell- 
able A&S insurance. 

The company notes it does not intend 
to offer a “special” or a cancellable 
form of contract; nor will the rate 
structure have an “escalator” provision. 
Impaired risks will be offered a policy 
from Continental’s standard line of 
non-cancellable A&S contracts. There 
will be no alterations and no special 
restrictions. 

Clifton L. Reeder, vice-president and 
medical director, states: “Substan- 
dard applied to life insurance, as most 
everyone understands, simply seeks to 
appraise an impairment from the 
standpoint of average mortality and to 
apply a counterbalancing extra rate. 
Our basic questions become a matter 
of how much more frequently an im- 
paired risk is likely to be disabled and 
how much longer he is apt to re- 
main on our claimants’ roll beyond 
average experience.” 

Ratings over and above standard pre- 
miums will range from 25% to 150%, 
depending on the nature, severity and 
normal history of an established im- 
pairment. The company’s underwriters 
must discard shy attitudes toward 
blood pressure, hernias, slipped disks, 
EKG abnormalities, kidney diseases, 
bronchitis and even cancer and tuber- 
cular histories, Dr. Reeder said. 

“Our claims people heartily dislike 
waivers, just as we do in underwrit- 
ing,” the medical director stated. “All 
too frequently we find ourselves in an 
unhappy twilight zone where it is dif- 
ficult to agree with a claimant on the 
degree to which a waivered impair- 
ment has influenced his claim. We are 
seeking a solution and a better way.” 


Costello Is Treasurer 
Of Detroit Auto Club 


James F. Costello has been promoted 
to treasurer of Inter-Insurance Ex- 
change of Detroit Auto Club, succeed- 
ing H. Ross Maxwell, who has retired. 
Mr. Costello, who has 21 years of ac- 
counting experience, has been with the 
exchange nine years, the last two as 
assistant treasurer. 


Elwood Agency Marks 60th Year 

The first day of a week-long ele- 
bration honoring the 60th anniversary 
of DeHority & Son agency in Elwood, 
Ind., was set aside for representatives 
of companies in the agency and ad- 
justers servicing it. Mr. and Mrs. 
Robert DeHority were host and hostess 
assisted by Robert Harris, Mrs. Made- 
line Robbins, and Mrs. Lois Kincaid 
of the agency staff. Fred C. Saal, pro- 
duction manager in New York of Lon- 
don Assurance, and Richard E. Bell, 
Indiana state agent, also helped. The 
London is senior company in the agen- 
cy. 
All the companies joined to present 
Mr. and Mrs. DeHority a movie cam- 
era, projector, and screen. 
James Lillis Is Promoted 

James E. Lillis has been named as- 
sistant manager of the home office 
recording department of Standard Ac- 
cident. He joined the company in 1953 
and has held several supervisory posi- 
tions in the recording department since 
that time. 
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Due to the increasing interest of 
many insurers of all types in policy- 
holder relations programs, The Nation- 
al Underwriter has been conducting a 
survey of leading insurers to find out 
what is being done and thought in 
this field. The installment below is 
the third of the series. 


METROPOLITAN LIFE 


Perhaps one of our earliest formal 
efforts was a periodical, the Metropoli- 
tan. This was first published in 1871 
and continued for a number of years. 
Another early publication was the 
Metropolitan calendar card, which was 
extremely popular. Even today, sec- 
ond generation policyholders send us 
copies, dated at the turn of the cen- 
tury, which their families have kept 
throughout the years. 

Probably the best known example 
of Metropolitan’s policyholder rela- 
tions is its health and welfare pro- 
gram. To the majority of our policy- 
holders, of course, the company’s pro- 
gram is represented by our booklets 
on the subjects of safety and health. 
Since 1909, when the welfare division 
was created, more than 134 billion 
copies have been distributed. 


Ads On Health Reach Millions 


Equally important is our related na- 
tional advertising campaign. Last year, 
for example, our health advertise- 
ments were seen in magazines with a 
total circulation of more than 481 


million. Our Good Hints for Good 
Health, leaflet reproduction of those 
ads for individual distribution, ex- 
ceeded 2% million copies during the 
same period. 

Just as the Metropolitan was the 
first life company to use national mag- 
agine advertising, in 1922, so it was 
the first to enter the field of radio in 
1925, with its famous morning pro- 
gram of setting-up exercises. The ob- 
jective in each field was the same: 
To present helpful information so that 
people might live longer, healthier and 
happier lives. That is still our objec- 
tive today. 


Nurses Made 100 Million Visits 


Metropolitan’s demonstration of the 
value of public health nursing was a 
particularly important example 
policyholder relations. For almost 44 
years, the company’s visiting nurse 
service has helped more than 20 mil- 
lion policyholders during more then 
100 million visits. General bedside 
care, maternity service, and heaith 
education for the home were provided. 
The visiting nurses also worked with 
the local communities, helping them 
to establish their own nursing serv- 
ices. When these became generaliv 
available at the end of 1952, the pro- 
gram was concluded to be a success. 

Today’s health and welfare division 
offers five major services, including: 

—The field and community health 
bureau, which develops techniques to 


ol 


promote the effective use of health 
materials and professional health edu- 
cation services by the company’s field 
force, health departments, medical so- 
cieties, social and health agencies, and 
other community groups active in 
child health, safety, nutrition, emo- 
tional health, and geriatrics. 

—The school health bureau, which 
develops and maintains professional 
relationships with educational asso- 
ciations, agencies, and institutions on 
the subjects of school health and safe- 
ty. 

Consultation Services Offered 

—The safety and _ occupational 
health bureau, which offers services 
and reports to group insured firms on 
occupational health and safety pro- 
grams and problems. 

—The editorial bureau, which pre- 
pares and revises health and safety 
literature for publication; it is also re- 
sponsible for the preparation of mo- 
tion pictures, film scripts, and slides 
about related subjects, and offers ad- 
visory services to health organiza- 
tions interested in similar projects. 

—The nursing consultant in occu- 
pational and public health, who main- 
tains relations with nurses, nursing 
schools and organizations as regards 
health and welfare services, and pro- 
vides consultant service on industria! 
nursing for group insured businesses. 

Another popular feature has been 
the policyholders’ service bureau whic 
has assisted group policyholders with 


























to learn about 


Ohio Farmers Insurance Company « 
Superior Risk Insurance Company 


Ohio Farmers Companies 


To make the most effective use of his 
selling time, today’s insurance agent 
needs and demands the latest, most 
modern services and sales aids. At 
Ohio Farmers, our entire operation is 
geared to assist and simplify the job 
of the insurance agent. Drop us a note 
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Montreal 2, P.Q. 


Enquiries from Brokers Solicited 


business, large or small. For 36 years 
it offered information, suggestions and 
other assistance in response to thous- 
ands of varied requests. Although the 
bureau no longer exists, because of the 
decrease in demand for its services, 
the group division still maintains a 


unit which affords a more limited 
type of service. 
The statistical bulletin has been 


well received for 40 years. About 45,- 
000 copies are distributed monthly, not 
only within the business, but also to 
the daily rress, magazines, schools, 
scientific groups, and individuals. To 
the extent that these bulletins are 
»yublicized widely, it is fair to assume 
that the information is not only in- 
teresting but useful to policyholders. 


Attack Inflation 


Despite recent emphasis on advertis- 
ing for more business, for many 
years the company’s campaigns were 
directly related to its health and wel- 


fare program. There have, however, 
been distinct exceptions. A_ poster 
about inflation, based on an adver- 


tisement originally appearing in Life 
magazine, was reproduced for distri- 
bution by the field force to policyhold- 
ers. The subject was and is certainly 
as important to the 20% of the popu- 
lation which the company insures as 
it is to the rest of the population. In 
fact, the company is so concerned 
about the problem that it has also re- 
printed a series of three leaflets for 
general use and for distribution to 
nelicyholders with premium notices. 
A copy of each is attached with a let- 
ter from the superintendents of agen- 
cies to describe how they are being 
used. 

Another subject which the company 
has publicized is the need for every 
citizen to vote. 


Movies Portray Company Operations 


Informing policyholders about their 
company has, of course, been the prin- 
cipal function of the company’s an- 
nual reports. However, it has discov- 
ered that motion pictures are also 
quite acceptable for that purpose. In 
the more recent past they included 
“A Family Portrait” and “Newsweek 
Looks at Life Insurance.” Each was 
seen by thousands of persons—policy- 
holders and the general public 
throughecut the U. S. and Canada. It 
is hoped that the latest production, 
“A Day of Living,” will be even more 
popular. Two hundred 16 mm. prints 
are now in commercial distribution, 
50 more have been made available to 
the field for community use, and 40 
more will shortly be on the TV cir- 
cuit. For theatrical distribution, 150 
prints of a 10-minute version are now 
being processed. In addition to its own 
movie, the company also offer copies, 
of “Trouble in Paradise,’ prepared by 
the Institute of Life Insurance. Its 
presentation of the perils of inflation 
justifies national distribution. 

The Institute of Life Insurance is 
one of the most useful adjuncts in 
dealing with policyholders, particular- 
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ly when industry questions are raised, 
A volume and variety of mail is re. 
ceived, asking questions not only! 
about company operations and their 
relation to the business in general, | 
Many would be more difficult to an. | 
swer, were it not for the material so 
skillfully prepared and available from 
the institute. The company makes 
every effort to obtain useful material 
in answer to the hundreds of letters 
from policyholders, which often have 
little to do with their individual con- 
tracts. 


Information Supplied To Schools 


One of the larger single groups of 
letters is from policyholders’ children, 
Usually they ask for information about 
the company to be used in school. Ap- 
parently the replies are appreciated, 
according to acknowledgements which 
the company has received. Another 
personal approach is afforded by 
Christmas and birthday cards. Field 
personnel find them useful in main- 
taining touch with policyholders on a 





“something more than business basis.” | 

In addition to this general, eer 
ing type of policyholder relations 
there are more temporary and imme- 
diate situations. Among the most dra- 
matic, and important for those in- 
volved, is Metropolitan’s “disaster 
service.” Typical is a national adver- 
tisement describing the company’s et. | 
forts after the Vicksburg tornado in| 
1953, a local newspaper advertisement | 
following the Middle Atlantic hurri- 
eane and floods in 1955, and special 
radio announcements for use as nec- 
essary after natural or man-made dis- 
asters. They present the story of | 
company’s concern for human beings, | 
Metropolitan insured or not, during 
times of emergency and stress. It is a 
story, and a service, which can be 
traced as far back as the San Fran- 
cisco earthquake and fire of 1906. 

Other varieties of local effort are 
“open house” celebrations at new or 
relocated district offices, and district 
participation in events such as town 
and county fairs. Each reminds policy- 
holders about Metropolitan service in 
their communities. The largest open 
houses, were held during the Golden 
Gate Exposition at San Francisco and 
at New York World’s Fair in 1939 and) 
1940. More than six million people, | 
many as policyholders, visited these 
Metropolitan exhibits to learn in some 
detail what the company meant to! 
them and to their nation. 


FIREMAN’‘S FUND } 


The Record is 82 years old, but cer- 
tainly young in ideas. It is the oldest 
fire company magazine in the nation 
and the fifth oldest company magazine 
of any category. Late in 1954, the Rec- 
ord was converted from a semi-tech- 











Raymond I. Otstot, vice-president 
and manager of the insurance depart- 
ment of Colorado Industrial Bank, has 
joined Leibman, TeBrockhorst & Co. 
agency of Denver. He is a director and 
treasurer of Denver Insurors Assn. 





RE 


Charles A. Pollock, 


President 





Service Beyond The Treaty 
Intelligent Reinsurance Analysis 
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nical magazine on insurance to a mag- 
azine of general interest for policy- 
holders and the public. We run, for 
instance, articles on humor, inspira- 
tion, sports, animals, family help, 
home and highway—on any and every 
topic having wide appeal. (In addi- 
tion to the material described, we 
print an issue containing an addition- 
al four pages on insurance matters 
for employes and producers.) 


Publication Offered 


To be sure of diversity in writing 
style and material, we buy articles 
from top-flight writers in all parts of 
the country, and we have a fine staff 
of artists. Our press run is about 100,- 
000—which means at least 400,000 
through the agents and brokers. Pol- 
icyholders, naturally, are high on cir- 
culation lists. Both the company and 
subscribing producers share in the 
cost of production, and the Record 
has brought a tremendous amount of 
good will and prestige to all con- 
cerned. 

Naturally, you’ll recognize the fact 
that the general-interest articles are 
largely sugar coating for messages on 
insurance (most of which appear in 
the “Family Security” section). These 
messages deal with all sorts of prob- 
lems and facilities relating to insur- 
ance—on credit account plans, on vari- 
ous policies, on the need for cautious 
driving, on caution in the home 
against fire, accidents, burglary, etc., 
on the fact that high jury awards are 
partly responsible for higher automo- 
bile insurance costs, and on the need 
for maintaining insurance to value. 
We constantly advocate the expert 
services of the “independent insur- 
ance counselor.” 


Questionnaire Determines Reactions 


Also the inside front cover, inside 
back cover and outside back cover re- 
late to insurance, and the subscriber’s 
agency imprint appears on both the 
inside front cover and on the inside 
back cover. 

To determine acceptance of the mag- 
azine, subscribing agents sometimes 
send out questionnaries. Answers have 
been spectacularly favorable to the 
Record. In not a single instance has a 
customer said, “take me off your dis- 
tribution list.” The latest to make a 
mail survey was the progressive Chat- 
ten & Childs agency of Hanford, Cal. 
Chatten & Childs sent queries to its 
mailing list and received a 70% re- 
turn. In every case, the customer 
wanted to be kept on the Record list. 
Nearly all said they read the Record 
regularly, and a great many said they 
place the Record in a handy place for 
customer reading. 

This, will convey some idea of read- 
er reaction. And when you consider 
that the producer pays only 10 cents a 
copy (he must order in multiples of 
25), you can see that the Record is 
truly an inexpensive investment in 
good policyholder relations. 


LINCOLN NATIONAL LIFE 


_ Approximately two years ago, we 
instituted the practice of mailing a 
small booklet to policyholders along 
with the regular premium notices. 
These booklets are mailed once, twice 
or four times a year, depending upon 
the mode of premium payment. 

We have sponsored in each of the 
last two years the NBC television 
show “Meet Mr. Lincoln.” 

Perhaps some special reference 
Should also be made to the work 
which is being done in the field of 
Lincolniana by Dr. R. Gerald Mc- 
Murtry, director of the Lincoln Life 


XUM 
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Foundation, and by his immediate 
predecessor, Dr. Louis H. Warren, di- 
rector emeritus. 


EQUITABLE SOCIETY 


Each new policy receives a letter of 
welcome from the president. 

A specially trained correspondence 
division is maintained to answer ac- 
curately and promptly, any questions 
raised by a policyholder or beneficiary. 

Our claims department maintains a 
missing policyholders division whose 
purpose is to keep records from be- 


coming lost and to make a constant 
effort to locate missing policyholders 
and beneficiaries. 

Our 58 cashiers and policyholders 
service sections throughout the U. S. 
have specially trained personnel avail- 
able to serve the best interest of the 
policyholder. 


Annual Report Available 


Each year the society offers policy- 
holders the opportunity to request a 
copy of our annual report. 

From time to time, policyholders 
receive with their premium notice, 
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folders of a public service nature or 
facts about the Equitable. 


Messages, PR Activity 


The messages carried in our maga- 
zine, newspaper, and television ad- 
vertising can also be considered a 
public relations activity. 

There are many services of public 
relations performed locally by the 
agent, among them, the distribution of 
good-will builders, such as calendars, 
birthday and Christmas greeting cards, 
golf balls, mechanical pencils, lighters, 
tie clips, etc. 
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machines 














the new leader 
in photocopying 


The One-Step CORMAC 


“500” is an exciting new 
development in photo- 


strument you can buy. 


copying machines. The 
result of many years of 
applied research, it of- 
fers new and exclusive 
advantages that greatly 
simplify and speed up 
your office copying work. 
Here are the features that 
make it the most effi- 
cient, economical and 
versatile photocopy in- 








One-Step Operation m no separate exposure and process feeding. Copies are made in 
seconds—at the flick of a switch. Cuts time one-third! Ends Solution Handling Forever 
@ with Cormac’s exclusive Flo-Matic Control. No mess, no spilling, no waste. The 
cleanest copier ever produced. Operates on the corner of your desk! Copies Anything 
@ from any original up to 14” wide by any length...pen, pencil, crayon, any ink or 
color, even spirit duplications! New Simplicity m anyone can make Cormac “500” 
copies. No experience, no skills required. Slip in the original...take out a perfect, 
permanent copy! New Quality of Reproduction m the CORMALITE Line of papers and 
supplies gives you the finest quality reproductions, are permanent photo-accurate 
copies of the original! New Beauty m designed in the modern style by Raymond Loewy 
Associates in lustrous, two-tone, unbreakable Styrene cabinet. Blends tastefully with 


| any office decor! Guaranteed m the New Cormac “500” carries the famous Cormac 
Service Guarantee. It is available NOW through Cormac’s nation-wide sales-service 
and dealer organizations. Fill out the coupon for more complete information—or a 
demonstration in your office at your convenience. 


CORMAC 


PHOTOCOPY CORPORATION 
Executive Offices: 80 Fifth Ave., New York 11, N. Y. 


| SOLD AND SERVICED BY FACTORY-TRAINED REPRODUCTION SPECIALISTS 


CORMAC PHOTOCOPY CORPORATION 
80 Fifth Avenue, New York 11, N. Y. 


0 Yes, I'd like a 5-minute demon- 
stration of the New Cormac “500”. 


( Rush further information on the 
“500” and the FREE SELECT-O- 
MASTER OFFICE SYSTEMS 


GUIDE. 
Date ...ccccccccccccccess Time... 2500 
Name ....ccccccccccecees Title......068 
COMPERY ccccccccccccccccccvescecccece 
AUMESS 2. .cccccccccccccccccecccccces ‘ 
City. ...ccccccceee Zone.... State....., : 


SPOS HHH HHH HEHEHE HEHEHE HHHHEHHSEHS HEHEHE EEE EREEEES 


SSCS SOS SESE SESE HE SHEESH TEESE SETHE THEHES 


Original and copying papers are inserted .. . original automatically separated... and a permanent, positive copy in seconds! 
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Outstanding Bond Service 





MEMORANDUM pan ig ; LEGAL BOOK MARKS 





Every form of Court and Feduscsary Bond 


PANT. COMPETENT sad Conamecrs sna 





Royal-Globe’s bond special representa- 
tive gives complete, fast — outstanding 
service. With streamlined sales aids such 
as those shown above he can really help 
you in the production of contract, fidelity 
and court bonds. Consider, for example, 
Royal-Globe’s post card application for 
administrator or executor bonds up to 
$50,000 without applicant's signature! 
Get all the details today from this highly- 
trained member of our mobile production 
team. Call him now! 


Profit-minded agents know Royal-Globe is ai IN EVERY SERVICE” 





INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY, LTD 


INDEMNITY COMPANY ~- QUEEN INSURANCE COMPANY OF AMERICA ~- 
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Conventions 


July 22-28, National Assn. of Claimants’ Com- 
pensation Attorneys, annual, Jack Tar Hotel, 
San Francisco. 

August 7-12, Honorable Order of the Blue 
Goose, Grand Nest, Sheraton Cadillac Hotel, 
Detroit. 

August 10-11, ABC Service Bureau, 
Marott Hotel, Indianapolis. 

August 10-11, Hoosierland Rating Bureau, an- 
nual, Marott Hotel, Indianapolis. 

August 14-17, West Virginia agents, annual, 
The Greenbrier, White Sulphur Springs, W. 
Va. 

August 15-17, Texas mutual agents, 
Hotel Galvez, Galveston. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue Stratford Hotel, Phil- 
adelphia. 

August 25-27, Montana agents, 
Glacier Lodge, Glacier Park. 

August 28-30, Wyoming agents, annual, 
Hotel, Jackson. 

Sept. 6-8, Maine agents, annual, Samoset Hotel, 
Rockland. 

Sept. 7-10, Alaska agents, annual, 
ley National Park. 

Sept. 11-14, National Assn. of Mutual Insurance 
— annual, Olympic Hotel, Seattle, 
Wash. 


annual, 


annual, 


annual, East 


Wort 


Mt. McKin- 


| Sept. 12, Vermont agents, annual, Basin Harbor 


Club, Vergennes. 

Sept. 12-13, Utah agents, annual, 
Salt Lake City. 

Sept. 12-16, International 
Insurance, conference, 
Washington D. C. 

Sept. 13-16, Mutual Loss Managers’ Conference, 
Roosevelt Hotel, New Orleans. 

Sept. 14-16, Michigan agents, annual, 
Hotel, Grand Rapids. 


Hotel Utah, 


Union of Marine 
Shoreham Hotel, 


Pantlind 


Sept. 14-16, Society of Chartered Property & 


Casualty Underwriters, Statler-Hil- 


ton Hotel, Detroit. 


annual, 


Sept. 15-16, Minnesota agents, annual, Pick- 
Nicollet Hotel, Minneapolis. 
Sept. 18-20, New Hampshire agents, annual, 


Mount Washington Hotel, Bretton Woods. 
Sept. 18-20, West Virginia Assn. of Mutual In- 
surance Agents, Jackson Hotel, Clarksburg. 
Sept. 18-21, Idaho agents, annual, Sun Valley 

Lodge, Slun Valley. 

Sept. 19-20, Minnesota mutual agents, annual, 
Pick-Nicollet Hotel, Minneapolis. 

Sept. 19-21, Washington agents, annual, Olym- 
pic Hotel, Seattle. 

Sept. 21-23, Canadian Federation of Insurance 
Agents & Brokers Assns., annual, Mont 
Tremblant Lodge, Mont Tremblant, Quebec, 
Canada. 

Sept. 21-23, Oregon agents, annual, 
Portland Hotel, Portland. 

Sept. 21-23, Western Loss Assn., annual, Lake 
Lawn Lodge, Delavan, Wis. 

Sept. 26, New Jersey agents, 
Traymore, Atlantic City. 


Sheraton- 


annual, Hotel 


Sept. 26-28, National Assn. of Insurance Agents, 


=. Chalfonte-Haddon Hall, Atlantic City, 
a 


Oct. 2-5, National Assn. 
Agents and National Assn. of Casualty & 
Surety Executives, combined annual. The 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 8-11, Kansas agents, annual, Broadview 
Hotel, Wichita. 

Oct. 13-14, Conference of Mutual Casualty Com- 
panies, sales and agency meeting, Conrad 
Hilton Hotel, Chicago. 


of Casualty & Surety 


Oct. 4-15, North Dakota Agents, annual, 
Grand Pacific Hotel, Bismarck. 

| Oct. 16-18, Arizona Agents, annual, Pioneer 

| Hotel, Tucson. 

Oct. 16-18, Maryland agents, annual, Hotel 


Emerson, Baltimore. 


Oct. 16-18, Ohio agents, annual, The Neil House, 







YOUR idependent 
Invurane AGENT 





+ THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
NEWARK INSURANCE COMPANY - 


AMERICAN AND FOREIGN 


INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD, 


| Oct. 


| Oct. 30-Nov. 


| Oct. 30-Nov. 1, Tennessee agents, annual, 


Columbus. 

Oct. 17-19, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 18-19, Massachusetts agents, annual, 


Sheraton Plaza Hotel, Boston. 


Oct. 21-23, Colorado agents, annual, 
moor Hotel, Colorado Springs. 


Broad- 


| Oct. 22-27, National Assn. of Mutual Insurance 


Agents, annual, Statler Hotel, Washington, 
D. C. 


Oct. 23-25, Missouri agents, annual, Governor 


Hotel, Jefferson City. 

Oct. 24, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 24-26, California agents, annual, Sheraton- 
Palace Hotel, San Francisco. 


Oct. 26-28, Nebraska agents, annual, The 
| Town House, Omaha. 
27, Connecticut agents, annual, Statler- 


Hilton Hotel, Hartford. 

Oct. 27-28, Kansas State Assn. of Mutual In- 
surance Companies, Holiday Inn. Topeka. 
Oct 27-298, New Mexico agents, annual, West- 

ern Skies Hotel, Albuquerque. 


1, Illinois agents, annual, 
Marquette Hotel, Peoria. 


Pere 


An- 
drew Jackson Hotel, Nashville. 
Oct. 31-Nov. 2, Nevada agents, 

Vegas. 


annual, Las 
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Have you checked 
the double advantage 
you can offer on 


WORKMEN'S 
COMPENSATION 


J What your clients pay for 
Workmen’s Compensation in- 
surance is one of the expense 





factors that affect their profits. 
The dividends you can make a- 
vailable to them on a mutual 
policy well deserve consideration | 
when they are figuring their ' 
costs. You find them quite willing | 


to listen. 
J Just as important is the sav- 

ing in production time of 
employees who are NOT laid up 
by the accidents which safety 
engineering helps prevent. 
“Shelby” agents find it pays to 
mention both. They know that : 
the dividend paid on a “Shelby” 
policy has appeal to the small 
employer as well as to the larger 
concerns. And the value of a 
safety program to fit the needs of 
each helps clinch the sale. 


Zalhy Mata 


INSURANCE COMPANY 
% SHELBY, OHIO 


ff A NON-ASSESSABLE 
FIRE & CASUALTY 
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4413 Ravenswood Avenue 1 
Chicago 40, Illinois i 
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® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 
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Fireman‘s Fund Uses New Training Plan 


(CONTINUED FROM PAGE 5) 
and contract bonds. Use a financial 
statement and show the difference in 
working capital without accounts re- 
ceivable. 

7. Use AR as a door opener to lead 
a personal accounts producer into the 
commercial lines. Many are looking for 
such a wedge. 

8. Challenge the agent. Give him 
five prospects and ask him to match 
them with five more. 

9. Get the agent to solicit all of his 
customers with whom he has a charge 
account. This is a ready made prospect 
list. 

10. Tie in valuable papers, 
cians and surgeons floaters, 
coverage and others. 

11. Use the term “Working Capital 
Insurance.” 

12. As a sales tool, make a chart of 
typical premiums for various amounts, 
rates and type of equipment. 

13. Develop prospect lists: Country 
clubs; office equipment and _ storage 
dealers; CPAs; fuel dealers; loan com- 
panies; telephone exchanges; delivery 
services; engineers; architects dupli- 
cating and addressograph companies; 


"DIRECTORY OF RESPONSIBILE™™ 
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BREWER ADJUSTMENT COMPANY 


Long Haul, Bus, Taxicab and Automobile 
Liability and Physical Damage— 
General Liability—Compensation—Fire 
RED ROCK BLDG., ATLANTA, GA., JA 3-2793 
BUSH BLDG., COLUMBUS, GA., FA 7-7096 











J. L. FOSTER & R. K. FOSTER 
Insurance Adjusters 
First National Bank Bldg. 
Springfield, Illinois 
Tel. 8-7555 
Br. Office, Bloomington, III. 
Inland Marine Casualty 








RUSSELL K. OSBY, INC. 
World's Largest Specialized Claim Service 
Coast to Coast 
yyw in the Negro Claimant 





Companies Only 


4254 So. Indiana, Chicago WaAgner 4-6100 








RAYMOND N. POSTON, Inc. 
159 S. W. 8th St. Miami, Fle. 


BRANCHES 
FT. LAUDERDALE 
PALM BEACH AREA 
KEY WEST 


















Home office—428 So. Main, Salt “Lake City, Utah. 
Day or night offices: Ogden, Utah; Provo, @tah; Idaho 
Falls, Idaho; Pocatello, Idaho; "Twin Fafls, Idaho. 








C. R. aaa ANDSON 
D ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Centinent Bidg. 
Tulsa, Oklahoma 
Phones LU 2-5460 











Gi 7-3850 





exterminators; interior decorators; pri- 
vate schools, and professional photo- 
graphers. This is only a partial list. 

14. Hold a_ sales contest among 
agents. Offer the winner a “Fancy Dan” 
luncheon award. 

The Fund is continuing the corre- 
spondence phase of the TDF training 
course in conjunction with a drive now 


under way for business interruption— | 


the current line of the month. In 1961 
and 1962 the audio-visual training and 
face-to-face sales seminars will round 
out the field men’s sales education. 


Can't Use Production Cost 
Factor As Excuse To Cut 


Commissions, N. Y. Rules 


The New York department, in an 
opinion by Newell G. Alford Jr., deputy 
superintendent, has ruled that in gen- 
eral an insurer “has no power to sur- 


render to a rate making organization | 


or to any of its competitors its respon- 
sibility for deciding how it will com- 
pensate an agent.” The ruling had 
been asked by New York State Assn. 


of Insurance Agents and Greater New | 
in connection | 


York Brokers’ Assn. 
with complaints against four major 
insurers. Producers complained that 
these companies reduced commissions 
under the premium discount plan, 
which is used on large general liability 
risks and big automobile fleets, because 
National Bureau had reduced the ac- 
quisition factor in a rate filing. 

Mr. Alford in a letter to C. Joseph 
Danahy, general counsel of the brokers 
and agents, said “an insurer is not on 
sound ground when it tells an agent 
that his commission must be either 
changed, or maintained, because a 
rating organization has made a filing 
in which, in arriving at the final result, 
it saw fit to use a formula providing 
for a certain allowance for production 
or acquisition cost.” 


Trinks, Garden State MLG 


Garden State pond of Blue Goose, at 
its annual meeting elected Robert E. 
Trinks, Northern of New York, MLG; 
David B. Roden, American Home, 
supervisor; Herbert D. Young, Niagara, 
custodian; Henry C. Bornkamp, Apple- 
ton & Cox, guardian; Francis J. Rud- 
den, New Jersey Fire Insurance Rating 
Organization, keeper; and George W. 
Fornoff, General Adjustment Bureau, 
wielder. 


$4 Million Fire At G. E. 


A fire in a General Electric Co. 
building at Schenectady, N. Y., caused 
damage estimated at approximately $4 
million. The building and contents 
were believed to be self insured. 


Celina Names Patterson 


Celina Mutual has appointed Jack L. 
Patterson special agent at Cambridge, 
O., for the territory comprising part 
of Ohio, West Virginia. and Pennsyl- 
vania. He has been with Ohio Inspec- 
tion Bureau. 


Agents Attend Management Meet 

Sixty agents attended a five-day 
advanced agency management con- 
ference sponsored by California Assn. 
of Insurance Agents in cooperation 
with Stanford University graduate 
business school at the _ university. 
Subjects covered were accounting 
methods, collection techniques, claims, 
account selling and servicing, adver- 
tising and public relations, agency 
building and perpetuation, and office 
techniques. 
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How do Your Policies Measure Up? 




















In the event of a large or total loss, would your 





assureds have enough to cover the replacement costs? 
If not, who would be at fault? 


Make sure the folks who are counting on 


your good judgement are. 


INSURED TO VALUE 








49 Elm Street Worcester, Massachusetts 


MASSACHUSETTS' OLDEST INSURANCE COMPANY 
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* Trampolines or otner Special Risks are no preblem when you use the new Uni-Matic policy by 


AUTOMOBILE INSURANCE CO. om, 








GENERAL LIABILITY DIVISION 


| 
| Suite A-901 Insurance Exchange Bldg. « 175 W. Jackson Blvd. « WEbster 9-3140 
CHICAGO 4, ILLINOIS 


| EXCLUSIVE WRITERS OF SPECIAL RISKS—COMPLETE ACTUARIAL AND ENGINEERING SERVICE 
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= the policy and that the Ohio car “was med 
N. Y. Appeals Court Upholds $125,000 Verdict In Car Case not regularly furnished for the use et} insure 
(CONTINUED FROM PAGE 2) vehicle, the coverage afforded the disclaiming liability, and refused to Christine Nystrom.” It contended} tended 
household,” and the term “non-owned named insured was without qualifica- pay any part of the judgment entered however, that the word furni: hed” ) to rel 
automobile” was defined as meaning tion: It included any utility or private against her. Mrs. Sperling thereupon implied consent and permission, s§ covera 
“an automobile or trailer not owned by passenger automobile, while the cover- commenced action to recover the policy that the phrase not regularly fur. | tach U 
the named insured or any relative, age of a relative was limited to private limit of $100,000, plus costs awarded nished for the use of” could only be | person 
other than a temporary substitute auto- passenger automobiles not regularly against Miss Nystrom in the wrongful interpreted to mean an automobile } consen 
mobile.” Thus, under the policy, per- furnished for his or her use. In neither death action, and interest on the voluntarily supplied by the a Phrase 
mission to operate an auto was rele- of the latter situations was the permis- judgment, and was awarded summary such relative for occasional as distin. j It ¢ 
vant only in the case of a non-resident sion of the owner of the non-owned judgment. guished from regular es ~ ~ 7” 
third person driving Mrs. Nystrom’s automobile called for. On the appeal, the insurer conceded Rig og nas ne rll 
Buick or a temporary substitute there- The insurer refused to defend Miss that Christine Nystrom was a relative ee no hy ie = te 7 sabery 
for. With respect to a non-owned Nystrom in the wrongful death action, within the definition of that term in ren pon ecaiaiee an = to rel Mrs. | 
“occasionally furnished, with the per.) sumins 
mission of the owner”—thereby con-} houshe 
| verting the negative condition “not} who Vv 
regularly furnished” into an affirma-f questi 
tive condition that the car be “fur-} been « 
hy nished”—but would distort the purpose | blanke 
which the limitation of coverage was} while 
plainly designed to serve. The exclu-} mobile 
sion of coverage for relatives driving} or no 
non-owned automobiles was, by its! distinc 
terms, concerned with regularity of} anda 
use, not permissiveness of use, and} while 
was designed to protect the company | Sucl 
from being subjected to “greatly added) only b 
risk without the payment of additional | ly fur 
premiums.” ' and al 
While the insurer agreed, for a aT ing it 
gle premium, to afford coverage to the | signed 
named insured while driving any med phrase 
owned vehicle, whether regularly fur- | merel} 
nished or not, it limited its single, plain 
premium coverage of relatives of the | furnis| 
named insured to non-owned private} tions” 
passenger automobiles “not regularly) not s. 
furnished for the use of” said relative. } includ 
So long as the insurer is not called} the sa 
upon to indemnify a relative for any J permi: 
liability incurred while driving a car Neglig 
“regularly furnished” for his or ed 
use, the limitation of coverage has been} The 
satisfied and the insurer had no just} Would 
cause for complaint. quire 
Moreover, if the policy is construed} Ment |} 
as affording coverage to a relative} SINCE | 
only when the owner of the “non-' benefi 
owned automobile” consented to its} “mes 
use, then the relative would in many, The: 
if not most cases, be obtaining no more | death 
coverage than he would already have} 'entior 
under the policy issued to the owner} °@! 
of that automobile. effect 
At the time the policy in question} "@ry, 
was issued (Oct. 17, 1957), automobile}  terr 
7 liability insurance was compulsory, | of ar 
and every policy issued to a car owner! | fav 
in New York had to contain an omni-) SUrer 
bus clause insuring, in addition to the the 2 
e named insured, any person operating dant. 
the vehicle with the permission of the) PTEV10 
named insured. By not requiring the with \ 
thi 4 P : ; _ permission of the owner of a_non-| a. 
is regard . . . and your engineering service has 
Three Agree —s also performed far beyond our fondest hopes. In | cote 
underwriting you laid down the broad principles Service Guide e | ||| with b 
**Tt is our fond hope that our agency will be repre- and within these limits, left entirely up to us what || ation. 
senting your good company in 2060!!’’ So states risks were acceptable or unacceptable. Specific Bast 
C. M. Flintoff, Vice President (center) of Suffolk risks, submitted to the Company for review, P S 
: eee have always received every consideration and, in O'TOOLE ASSOCIATE 
Insurance Corporation, Suffolk, Virginia ...a y y . . , hscompesated 
statement that is heartily seconded by D. W. most cases, have been authorized. ay ond coe te 
Kincaid, Secretary-Treasurer and A. Taylor Sound like the kind of company you'd like to nao established 1945 | Lui 
Darden, President (left and right) of the agency. represent? Then sign up and join the ranks of the QUEENS VILLAGE 29, NEW YORK | 
: finest agents in the nation . . . Standard Accident 
In existence for more than 100 years, the agency Insurance Company agents. BOWLES, ANDREWS & TOWNE, Inc. 
has represented Standard Accident for approxi- nanan Sy. | New 
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“was |} pwned automobile in the policy, the 
ise Of jnsurer must be deemed to have in- 
nded,? tended to afford additional coverage 
shed”) {9 relatives above and beyond the 
h, so} coverage that would automatically at- 
fur-| tach under the owner’s policy to any 
ly be§ person using the car with the owner’s 
nobile } consent. 
ler to 
‘istin. 4 Phraseology Analyzed 
It could equally be argued that the 

rmis- } policy was never intended to cover a 
would) named insured who negligently caused 
hrase | injury with a stolen car. Yet, were it 
) reaj! Mrs. Nystrom (or her husband, as- 
» per- | suming he was a resident in the same 
con-| housheold), rather than her daughter, 
“not } who was involved, there can be no 
irma-— question that she (or he) would have 
“fur. | been covered, as the policy afforded 
irpose | blanket coverage to the named insured 
> was} While driving any “non-owned auto- 
»xcly- | mobile,” whether “regularly furnished” 
riving | oF not. We see no logical basis of 
yy its) distinction between the named insured 
ty of and a relative with respect to coverage 
; and | while driving a “stolen” car. 
npany | Such a distinction can be drawn 
added| only by giving the phrase “not regular- 


tional) ly furnished for the use of” a strained 
' and artificial construction, and apply- 





a sin- | ing it to a risk it was plainly not de- 
to al signed to guard against. The quoted 
fies | phrase may not be read as meaning 
y fur- | merely “furnished occasionally”; by its 
single} Plain language it includes a car not 
»f the? furnished at all, and hence “implica- 
rivate| tions’ are completely irrelevant. It is 
ularly } not synonymous with “stolen,” but 
lative. includes “stolen” cars, which are in 
called} the same class as cars taken without 
r any f permission. 
a be Negligence The Issue 
) 
a The insurer further contends that it 
o just} Would be against public policy to re- 
quire it to pay the bulk of the judg- 
strued} Ment recovered against Miss Nystrom, 
lative} Since she “would accordingly be the 
“non-| beneficiary of the result of her own 
to its) crimes.” 
many,} There was no proof in the wrongful 
more} death action that Miss Nystrom in- 
have} tentionally collided with Mr. Sperling’s 
owner} C2’, nor were there allegations to that 
effect in the complaint. On the con- 
estion | ary, the complaint was framed solely 
nobile} in terms of negligence in the operation 
ilsory,} Of €@ motor vehicle, and the judgment 
owner in favor of Mrs. Sperling, as the in- 
omni-| SUrer concedes, was based solely on 
to the, the negligence of the infant defen- 
rating} dant.” The fact that Miss Nystrom had 
of the | previously misappropriated the car 
1g the) With which she negligently caused the 
non: 4 death of Mr. Sperling was wholly ir- 


) televant in the wrongful death action. 

















— 7 | The manner in which she acquired the 
|| vehicle had nothing whatever to do 
| with her liability for its negligent oper- 
|} ation. 
|| Based on the foregoing views, the 
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HeNATIONAL UNDERWRITER 


majority of the court therefore held 
that judgment should be affirmed, 
with costs. 


Minority Opinion 


In the dissenting opinion, Justice 
Foster found it impossible to believe 
it was the intent of the parties that the 
policy would cover the operation of a 
stolen car. The phrase most apposite 
to the phrase “not regularly fur- 
nished,” and one that would commonly 
come to mind, is “occasionally fur- 
nished.” To adopt such a construction 
is not writing anything new in the 
policy. It is simply adopting the most 
natural implication that arises from 
the key word, “furnished,” and carries 
with it the idea of use with permission, 
express or implied. A stolen car is 
never “furnished” and of course not 
operated with permission, express or 
implied. 


No Case In Point 


Research has disclosed no case pre- 
cisely in point, probably for the simple 
reason that even in this age of insur- 
ance no one has conceived of a policy 
insuring against the operation of a 
stolen car where the operator was the 
thief. 

Justice Foster continued: “Let us as- 
sume that Miss Nystrom paid the 
judgment and then sued the insurer. 
She would then be seeking indemnifi- 
cation for damages arising in part at 
least from her own theft. It is incon- 
ceivable to me that the law would 
condone such an action. Attention is 
drawn to the plight of the judgment 
creditor, but his rights are no greater 
than those of the judgment debtor. If 
she could not recover against the in- 
surer, the judgment creditor may not. 

Samuel Gottesman, Harold H. Wol- 
gel and Gerald M. Smith appeared for 
Great American Indemnity, and Henry 
J. Smith represented Mrs. Sperling. 
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growth has come as a result of our support of the 
American Agency system, a liberal commission 
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arrangement. Another factor has been the sound 
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for speedy and sufficient service. 
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cooperative, energetic 
support in achieving 
_ their growth goals. 
Decentralized “Home 
Offices” are strategically- 3 
- located, and staffed and 
authorized to render all © 
decisions. affecting Agents 
and their clients. 
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BOSTON IN 


@ SACRAMENTO 
" 

f SAN FRANCISCO 

Bsaniose 


@FREsNO 
\, 


W LOS ANGELES 
? 


@ SAN DIEGO 


—e- @ HONOLULU 





Se ry geen See Set tee att 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 
BOSTON INDEMNITY INSURANCE COMPANY 


fassrance 
EQUITABLE FIRE INSURANCE COMPANY ¢ CHARLESTON, SOUTH CAROLINA > = 


De casi maaan cadens ease 


omaaie: Modern Local “Home Office” 
Organization was planned for 


- giml dean LOOKING rn, 


m5 A 


i @ syracuse 
innate i : te MINNEAPOLIS j Gnec 


@oeurrao 


MESTER 

j ~~, » 4 

j H : ‘ f MINEOLA 
nwa 

@ Sioux Faurs—~ SMW ANKEE  ansiie {  2ew yORK 
woereor’\ & PAST ORANGE 
W CLEVELAND ay att 

ssovrvenungn WHADDONFIELO 


@coLumays. BALTIMORE 


i ; woes woes ) wpmeses | 
iinet \ 5 
} Biincon—nrny @INOIANAPOLIS ees 

- i BsPRNcrieco © MECINCINNATE ys 
@ DENVER } SP ICHMOND 
@ TOPEKA’ # KANSAS CITY ° 
i \ 
? } ” 
i } se 
' | @ ROCKY MOUNT 
Brace 


MLovisvuce BW ROANOKE 


ast. Lours 


Bnaswvice 


@ OKLAHOMA City 
W ATLANTA 


© WBIRMINGHOM pe spectre 


@Oaas @yacxsan 


© BNEW ORLEANS 
@ HOUSTON 7 


@ JACKSONVILLE 


@ SAN DUAN 


SURANCE GROUP 


87 KILBY STREET 
BOSTON 2, MASSACHUSETTS 


*& Regional Office 
@ Managing General Agency 


@ Principal Branch 


be neent or Service Office 


“ easton 
SPRINGFIELD 
BAL GANY BPROVIDENCE 
‘BD HAMOEN 


| suihewesren 





22 


HeNATIONAL UNDERWRITER 


Relates Effect Of New Economy Plans 


(CONTINUED FROM PAGE 7) 

the company at the end of the month. 
It may be wise to indicate by some 
special marking on these forms what 
they are. Under this plan, checking is 
made easier and the agency has no 
collection problem. Of course, an agen- 
cy can set up a separate eccounting and 
record keeping system for these pack- 
age plans. However, the integration of 
this information with the office’s es- 
tablished records is desirable. 


Production Of Business 


To recapture the mass market 
agents need to find new ways of find- 
ing and approaching new prospects. 
The distaste for cold canvas type of 
approach is the reason many agents 
shied away from this method. Yet it 
doesn’t have to be a high-pressure ap- 
proach below the dignity of a profes- 
sional insurance man. You are not try- 
ing to cram something down someone’s 
throat for a fast dollar. You are trying 
to bring him something he needs and 


doesn’t have. Cold canvas with no high 
pressure is a business-like way of sell- 
ing insurance—and with dignity. 

Using your own files, you can em- 
ploy the “referral system.” You can get 
one two, or three or more names from 
each insured. One strong point to this 
system is that when you are doing an 
outstanding job of servicing and con- 
tacting insured at reasonable inter- 
vals, these leads are apt to be classed 
more as recommendations than leads. 
Remember that your insured are some- 
one else’s prospect. Don’t let them get 
away. 

If direct mail or sales promotion 
pieces are used in the proper manner, 
the agent will find it hard to believe 
the results -he can obtain. The import- 
ant point in direct mail is planning. 
The haphazard use of direct mail is a 
waste of time, money and effort. Con- 
sistency, which is gained through reg- 
ularity of mailing, can produce the 
best expectations of maximum returns. 

Selling today is no different than it 


LONG HAUL PHYSICAL DAMAGE 


Don’t miss out on this vast sales op- 
portunity, just because you lack a 
dependable market. Vickery, Hoyt 
and Graham, Inc. offers a well- 
tested, salable cover for. this risk 

. written by a sound, domestic 
insurer. Write today, to Al Greffin, 


vice president. 
e Primary and 
Excess Liability 
e Domestic Markets 
and Lloyd’s, London 


e Unusual Risks 


Vickery, Hoyt and Graham, Inc. 
A-903, 175 W. Jackson Blvd. + Chicago 4. Ill. * WAbash 2-2862 





has been in the past. The techniques 
have changed from time to time but 
the fundamentals are just as successful 
today as ever. Chief among the essen- 
tial fundamentals of selling is know- 
ledge of your product, integrity, and 
plenty of hard work. 

The agent is the important means by 
which competition can be met. He is 
responsible for sales and he has cer- 
tain definite responsibilities to both 
companies and customers. As an inde- 
pendent agent, his business is support- 
ed by his customers, and the services 
rendered by him justify his existence. 
His success or failure in maintaining 
his agency is thoroughly dependent 
upon his energetic attitude in meeting 
his competition. The fact remains that 
the important job of selling is the 
agent’s. Companies can design the best 
system possible, develop all types of 
modern merchandising methods, but 
the future of the agency system rests 
in the hands of the agents. 


NAII Initiates Grant 
To University Teachers 


National Assn. of Independent In- 
surers has made a grant of $1,000 to 
American Assn. of University Teach- 
ers of Insurance to be used for cash 
awards to authors of outstanding ar- 
ticles and book reviews appearing in 
the Journal of Insurance, the associa- 
tion’s official publication. The articles 
will be judged by a special committee 
of the association under John S. Bick- 
ley, University of Texas. It is under- 
stood that the grant will be a continu- 
ing one. 

The association has also announced 
its nominating committee: Daniel Mc- 
Gill, University of Pennsylvania, chair- 
man; William T. Beadles, Illinois Wes- 
leyan University, and Charles Center, 
Wisconsin University. 

Association membership now num- 
bers 311 active, 409 associate, five hon- 
orary, eight complimentary and 139 
institutional. 
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The quality of Yankee seamanship was made known 
‘round the world by the ‘iron men and wooden ships” 
of Nantucket’s famed whaling fleet. The tradition 
of quality remains a proud part of the 
New England heritage of Peerless Insurance Company, 
as evidenced by the service it provides 
for Independent Agents, with modern, 
multiple-line coverages in the 
Bond, Fire, Accident & Health, and Casualty fields. 
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Agents View Company 
Marketing Programs 


(CONTINUED FROM PAGE 9) 
consumer’s mind. A few moments with 
hard hitting, practical agents would 
eliminate much of the confusion that ” 
is rampant today. Our viewpoint is / 
based on the experience of the past | 
five years, and particularly the last | 
two years. Each company has closed 
ranks on its own book of business and 
has so restricted itself in certain lines 
as to make it impossible for an agent 
to serve a client adequately through 
a single company. Agent consultation 
is paramount in policy formation, 
planning, advertising and _ searching 
out the true public need. 


Views On Automation 


I feel that the great hue and cry 
about electronic processing is mean- 
ingless until the companies extend the 





benefits to the agents through inte- 
grated accounting and administrative | 
procedures. So far, they have utilized 

electronics 90% for their benefit and | 
10% for the agent’s. The actual ex- | 
pense reduction in our agency is a/ 
myth, and I am certain that it would 

now account for less than a 1% saving 

if I converted all of my busuiness to 

direct company control. 

We need bilateral contracts with 
commission floors and ceilings, based 
on the service of the agency, plus 
profit contingents over and above these | 
floors and ceilings in order to reward 
a good underwriter for his efforts. I do 
not believe in excepted cities nor | 
excess commission contracts. I believe 
that all agencies can operate within 
a range of ten points, taking into con- 
sideration the type of agency operated, 
service and supervisory need. 


Agents Plan Cooperative 


Agents cannot survive in our state | 
on the present scale of commissions. 
With rate and commission reductions, 
the homeowners and automobile in- 
come has been reduced approximately 
45%. These are the staple items in the 
Iowa agent’s inventory. 

When you consider that the average 
agency in Iowa writes only $70,000, 
you can readily see the financial prob- 
lem which the agent faces. It is not a 
question of survival where premium | 
volume is available, but companies 
have appointed a vast host of agents 
who are unqualified and _ therefore | 
incapable of securing volume. A thin- 
ning of the ranks might be beneficial, | 
but it can also have a confiscatory | 
effect if an equitable solution is not 
found. 

The failure to find a solution can 
lead only to unionization or coopera- 
tives, with local agents seeking the 
benefits of the excepted cities. In 
Waterloo there is a plan now being 
formulated to place the eight strongest 
agencies in a cooperative which will 
provide centralized billing and pro- 
cessing, together with policy writing 
under the control of the cooperative. 
We think it has great value and are 
watching it with interest. It will na 








each agency free to solicit and main- 
tain its independence and selection of 
companies, but it has other drawbacks 
which are not conducive to the best 
interests of our type of company re-| 
presentation. i 


* * * 

Adaptation to use of a company{ 
marketing program has been described 
by an Illinois agent: : 

We are co-operating with one of ou 
companies on its marketing program. 
This particular company has written 2 
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large proportion of our business, and 
that is why we have decided to use its 
plan. Like many agencies, we repre- 
sent many companies, but we feel that 
if we tried to go along with all com- 
pany plans, we would be in a worse 
state of confusion than we already are. 

We are using the budget plan of the 


+ company I have cited, and have just 
Past | 
last § 


signed up for a cooperative advertising 
program which will push homeowner’s 
only. For many years, we have used 
this company’s survey plan as it is 
the best that we have seen. In the use 
of this plan, we follow the instructions 
of the company. We have found this 
gets the best results, and I would say 
that 99% of our surveys produce new 
business. 


Regain Income 


Although this company reduced 
commissions on automobile and on 
homeowners, it revised its profit-shar- 
ing agreement with our office. It is 
possible, depending upon loss experi- 


' ence and growth, to regain commission 


reductions. 

In line with this company’s philoso- 
phy and with that of various other 
companies and agents, in the past six 
months we have put on two new solici- 
tors. We believe that the future of the 
agency system is bright and unlimited, 
but we feel that in order to make it so, 
we must take advantage of every ad- 
vertising and educational plan avail- 
able. It has been suggested by a couple 
of our companies that we might have 
too large an office force for our volume. 
However, we maintain this staff to 
serve policyholders. In the future we 
must be ready to give the service 
which we have so long advertised as 
superior to that of direct writers. 

Although we have followed one 
company’s basic marketing procedure, 
we are still able to divide business 
among various companies. 


Cravey Sets Hearing On 
Fire, EC Filing In Ga. 


Georgia Inspection & Rating Bu- 
reau has filed for an average increase 
of 7.7% in fire rates, and an average 
reduction of 3.3% in extended cover- 
age. Commissioner Cravey said the fil- 
ings are open for public inspection at 
his office July 18 through Aug. 1. He 
set a public hearing on the filings for 
Aug. 5. 

The fire revisions are based on ex- 
perience for a six-year period 1953-58, 
and the EC filing on experience for a 
10-year period 1949-58. 

Insurance Agents of Greater Min- 
heapolis will hold their annual meet- 
ing Aug. 23 in the Curtis Hotel. 
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Flexible Market Plans Needed By Agents 


(CONTINUED FROM PAGE 10) 
agents may have never been able to 
give a company sufficient volume be- 
cause they have been so occupied with 
detail. Some of them might favorably 
regard any company relief in this area, 
adopt one company plan or several, 
and proceed to develop a volume 
worthy of any company’s considera- 
tion. But they appear to be the agents 
who are going to be dropped by some 
insurers. 

Many of these agents are close to the 
market of modest means on which the 
competitors of traditional insurers have 
grown fat. These agents may be the 
very best prospects for over-all com- 
pany marketing plans. In any case, 
this should be considered in any agen- 
cy refining procedure. 

Still other types of agents are com- 
pletely unconcerned with marketing 
programs. For example, the agent with 
a mortgage company connection or a 
real estate business, channels a sub- 
stantial volume of choice fire business 
on dwellings and other properties, and 
sometimes allied lines, to his company 
or companies. This agent is generally 
referred to disparagingly as a part 
timer, but it is doubtful if companies 
would want to sever ties with him. 
What does a hard sell marketing pro- 
gram mean to such an agent? Surely 
he is not going to drop out of the 
mortgage business or cease selling 
real estate to become an ardent apostle 
of company marketing plans. 


Still Other Types 


The agents herein described do not 
begin to exhaust the innumerable 
types to be found in any large com- 
pany’s plant. It would be a formidable 
task to analyze them in detail. Yet 
that is a job which companies might 
be well advised to undertake in their 
agency refining procedures. It might 
be in order not to concentrate solely 
on past agency performance, but to 
give increasing attention to agency 
potential in order to determine the 
applicability of marketing plans to 
different types of agents. These plans 
had their genesis in a desire to meet 
the needs of the so called mass insur- 
ance market. Perhaps there is also a 
mass market of agents who are the 
best prospects for the plans in their 
entirety. These would be agents stra- 
tegically located and with other char- 
acteristics that make them the ideal 
competitors of the exclusive agency 
companies. Traditional insurers may 
eventually find that this type of agent 
will be the one-who fully uses an 
over-all marketing plan with company 
handling of detail. Other types of 
agents could use part of a plan or 


even an entirely different program. 

Perhaps companies have made this 
clear distinction in their own thinking, 
but if so, they have not made that fact 
clear to agents in general. This lack of 
clarification may be the reason for 
resistance to the marketing programs 
designed with a stereotype agent in 
mind. 


Specific Objections 


This resistance, however, goes deep- 
er than general opposition to the entire 
idea of a marketing plan. It is signifi- 
cant that the most prominent agents 
—those a company is likely to retain 
after an agency refining procedure— 
have voiced objections in detail to the 
components of these programs. Some 
of them don’t like individual economy 
or bureau auto plans, claiming that 
coverage is sacrificed for price. They 
don’t like individual company budget 
plans, but prefer other arrangements 
for financing which they can control. 

These agents oppose the 1959 home- 
owners. They believe that they can sell 
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homeowners at a “fair rate of com- 
mission,” and they don’t want “to be 
dragged into a price war.” 

While some of these agents favor 
cooperative advertising, others main- 
tain that when a company pays all or 
part of the ad bill, the agents must 
dance to the company tune. 

Some of these agents who have been 
selling life think that a life affiliate of 
a fire and casualty insurer with an 
over-all marketing program would 
have little appeal to their customers. 
Others point out that prospects with 
substantial property interests already 
have life programs. Still others want 
to keep their life and A&S affairs 
separate from property and casualty. 
They point out that if general experi- 
ence goes sour, they may be cancelled 
by the company. Then they would 
have the unenviable job of selling a 
new life company to the customers—an 
even more difficult task in their view 
than selling a new fire and casualty 
connection. 

Fundamentally, agents’ objections 
are based on price cutting and lower 
commissions. The validity of their 
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objections goes right back to the in- 
dividual circumstances of the agent. 
Agents should not generalize about 
the-undesirability of over-all market- 
ing programs any more than companies 
should generalize in formulating them. 
Both parties must realize that these 
plans were devised to salvage business 
for the independent agency system. 
The word “system” is the danger signal. 
Companies must find out those agents 
in the system who can use over-all 
marketing programs in their entirety. 
Then they must make their programs 
flexible enough to be used successfully 
(and happily) by all the types of 
producers—particularly those who are 
the backbone of their agency plant. 
Thus there really can’t be a single, 
one speed, one design marketing plan 
for all producers. The marketing pro- 
gram must be flexible enough to fit 
all of them and lead to good results 
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for both agents and the company—or 
it will fail in part or whole. After all, 
the most successful competitors of 
agency companies have divisions in 
their marketing organization for part 
timers, for new agents, for old and 
well established agents, and even for 
women salesmen. 


Underwriters Adjusting 


Promotes Eylar, Straesser 

Underwriters Adjusting has _ pro- 
moted Ollie Eylar, manager at St. 
Paul, to general adjuster at Minne- 
apolis. He is succeeded at St. Paul by 
Lowell M. Straesser, who has been 
transferred from Decatur, Ill., where 
he had been manager. 

Arkwright Mutual has elected as a 
director David F. Edwards, chairman 
of Saco-Lowell Shops. 





























Producers who work with us Say: 


“very good. peoply 
+e doal with” 


























THE LONDON ASSURANCE GROUP 


THE LONDON ASSURANCE 
THE MANHATTAN FIRE & MARINE INSURANCE CO. 


GUARANTEE INSURANCE CO. 


MULTIPLE LINE 
NATIONWIDE 
FAST SERVICE 


EXECUTIVE & REGIONAL OFFICES 


111 JOHN ST., NEW YORK 38 «+ 
BRANCH OFFICES: 


550 KEARNY ST., SAN FRANCISCO 8 
CHICAGO + 


LOS ANGELES 


Service Offices and General Agents 
in Principal Cities throughout the United States 










































































Chicago 6, Ill. 





Write or phone 


John T. Hilborn 
Jackson-Franklin Building 
309 W. Jackson Bivd. 


In the Heart 
Of Chicago's 
Insurance District 




















Have you an office 
space problem now— 

or do you expect one in 
the future? This building 
can help you find the correct 
answer. Available areas 
(all air-conditioned) 

range in size from 1000 

sq. ft. to an entire floor 
(12,500 sq. ft.). 
Complete planning 
service, without cost. 


Webster 9-3031 








Value 2 Planes At 
Over $1.8 Million 


Two airplanes were ditched in the 
Philippines area last week. A North- 
west Orient Airlines DC-7C which 
came down near the island of Jomalig 
was insured with Associated Aviation 
Underwriters. The hull was valued at 
$1,750,000. 

The plane, from New York, via 
Seattle, Anchorage, Tokyo and Okina- 
wa was within 150 miles of its destin- 
ation, Manila, when a propellor de- 
tached and the wing caught fire. 

The second plane, a Philippines Air- 
lines DC-3, was believed to have been 
insured in the London market. The 
hull was valued at around $75,000 to 
$100,000. It was ditched in shallow 
water during an inter-island flight 
from Negros to Mindinao. All 31 per- 
sons on board were rescued. 


Wonders If ‘Companies 
Need Two Daily Reports 


Alfred R. Kelley of the Lanphar- 
Kelley agency of Detroit writes: 


More of our companies than ever 
before are asking for dailies. One of 
these dailies goes to the home office 
and the other to the branch office. 

The net result is the reverse of a 
streamlined operation because when 
the duplicate dailies go to the bureau 
there is twice the handling. In most 
cases I believe the two dailies then go 
to the branch office. The branch office 
then sends the other copy to the home 
office. 


More People Needed 


This increased handling means that 
twice as many people will have to be 
hired to do the double filing and the 
other jobs that go with it. Thus, we 
find that instead of streamlining the 
business we are adding to the overhead 
expense at the very time when the 
business can least afford it. 

This double handling is only one 
part of the problem because for every 
piece of paper received in a branch 
office or a home office it must finally 
come to rest in a file cabinet costing 
$50 to $100 each on a spot on the floor 
which is worth probably $25 per year 
for the average size file cabinet in- 
cluding the space necessary for open- 
ing the drawers. 


Extra Copies Needed? 


Arguments will be made by the 
companies that branch offices should 
have copies of the daily if they are to 
properly service claims. Consider, how- 
ever, that if as many as one out of four 
policies has a claim that 75% of this 
duplicate work is entirely unnecessary. 
Remember, the agent always has an 
up to date copy. 

And it is not just the original is- 
suance of the policy where this double 
work shows up in the form of waste 
motion and unnecessary filing cabinets 
and floor space. In the average three- 
year period it would be my guess that 
at least 50% of the policies have to be 
endorsed at least once. It may be an 
increase in an amount, cancellation of 
a mortgage clause, addition of a mort- 
gage clause or other change in owner- 
ship. If the branch office and the home 
office records are to be complete the 
endorsements have to be issued in 
duplicate and the same double process 
is repeated. 

I believe the companies should re- 
view their procedure in this area of 
double work and, if they do, I believe 
they would save many thousands of 
dollars that are now being wasted. 
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Safeguard Raises 
Huntting To V-P 


William H. Huntting has _ been 
elected vice-president of Safeguard of 
London & Lancashire group. Mr, 
Huntting, advanced from secretary, 
will supervise the company’s casualty 
underwriting and also become an as- 
sistant manager of London & Lan. 
cashire. 

Mr. Huntting was in the agency 
business before joining the group as 
special agent at Hartford in 1951. He 
was transferred to the home office in 


1955 and has been primarily con- 
cerned with casualty lines. 
New CPCU designees and_ their 


spouses will be honored by Chicago 
chapter of CPCU with a dinner-dance, 
Aug. 26, at the La Salle Hotel. 





NOSKER EMPLOYMENT AGENCY 


Insurance Specialists 34 Years 
California Positions 


July 2: 
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Male—Female 
All Lines 
610 So. Broadway 














| Rough 
estimates 


are 


hazardous | 


It’s like buying stocks on tips. Some- 

times they are right, but much more 

often rough estimates are wrong. 
Your clients could lose heavily when 


Los Angeles 14 | | 





property values are based on “‘guessti- 
mates.’ When a loss occurs, the adjuster 
| wants facts—not guesses. “‘I think” 
raises doubts; “I know’’ instills confi- 
dence, but “I know” backed by support- 
ing evidence carries conviction. 
| The safest step is to recommend an | 
American Appraisal. It is thorough and | 
| detailed, based on facts that are 
| convincing, and is backed by an organi- 
zation with more than 60 years of 
| leadership in the field. The methods and 
procedures of The American Appraisal 
Company have stood the test and have 
won approval in hundreds of fire loss 
adjustments. 
American Appraisal reports are good 
| protection for your clients and good 
| protection for you. 


| LEADER IN PROPERTY VALUATION 





| ‘The 
AMERICAN | 
APPRAISAL | 


Company 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 Cities Coast-to-Coast 
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Majority Of Senate Unit 
Is Critical Of States 


(CONTINUED FROM PAGE 1) 
to supply needed protection. He denies 
that the testimony indicates there has 
been an increase in centralization. On 
the contrary, the large insurers today 
control a smaller percentage of the 
market than they did 20 or 50 years 
ago. Mergers are not in themselves 
evil, so long as they are functional and 
do not act to curtail competition. 

He also strongly questions the ma- 
jority opinion that the states have 
failed to prevent restraints of trade, 
monopoly and unfair trade practices. 
In fact, statistics show that competi- 
tion has been increasing. 

The states are doing a good job, and 
there is no indication that the federal 
government has the manpower or the 
talent to provide a superior regulation 
of the business. However, he does not 
object to periodic federal inquiries into 
the effectiveness of state regulation. 
Too, the states can make improve- 
ments, he concedes. 

Sen. Dirksen strongly defends the 
rights of the states to regulate insur- 
ance, as a constitutional matter. He al- 
so finds that the base of criticism by 
the majority, which consists largely of 
one questionnaire submitted to insur- 
ance departments, is not broad enough 
to justify thorough study of the busi- 
ness and all of the insurance depart- 
ments would be enough. In view of the 
fact that policyholders have had no 
complaints, a broad investigation is 
not justified. 


To Sponsor Insurance 


And Government Seminar 
(CONTINUED FROM PAGE 1) 

panies and their financial affairs; the 
proper role of government in the health 
insurance field; monopoly conditions 
in the life business; the role of govern- 
ment in regulating the affairs of in- 
surance. 

It was explained that the Univer- 
sity of Wisconsin symposium is the 
outgrowth of the current federal in- 
vestigation into insurance by the Sen- 
ate subcommittee on anti-trust and 
monopoly conducted by Sen. O’Mah- 
oney of Wyoming. Many of the prob- 


‘lems raised in the subcommittee hear- 


ings are yet to be resolved, and the uni- 
versity feels a forum should provide a 


' milestone in the thinking and liter- 


ature relating to insurance regulation. 

Housing facilities are available to 
accommodate a limited registration 
from industry and government. The 
fee for the two-day conference, in- 
cluding some of the meals but exclud- 
ing housing, is $50. Reservations should 
be sent to Dean E. A. Gaumnitz, 
School of Commerce, University of 
Wisconsin, Madison 6. 


Hie NATIONAL UNDERWRITER 


25 





COMMERCIAL SALES MANAGER 


Our organization is entering the commercial 
liability and fire field. To direct this effort 
we need an experienced sales executive—ex- 
perienced as a leader and a producer. He 
should have 5 to 10 years sales experience in 
these fields and under 40 years of age. 


This is an opportunity to assist an expanding 
organization grow at an even greater rate. 
Opportunities in both position and salary are 
unlimited. This coupled with security and the 
best benefit package makes this a once-in-a- 
lifetime deal. All replies are strictly confidential. 


PERSONNEL MANAGER 
ALLSTATE INSURANCE COMPANY 
5510 Greenbriar Dr. 
Houston, Texas 








COMPANY EXPANSION 


Will organize and put in operation 
a Branch Office for Western Michi- 
gan, for Fire, Casualty, or Multiple 
Line Company to optionally take 
over at any time. Write Box S-80, 
c/o National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








Exceptional opportunity for qualified fire ad- 
juster, capable of handling large volume of 
claims and able to assist in the management 
of expanding Oklahoma independent adjusting 
firm. Minimum of 5 yrs. exp. and college edu- 
cation or equivalent is necessary. Earning is 
based upon production with a draw in excess of 
$500 against actual earnings plus automobile 
and expenses paid. To the right man, we would 
consider reimbursing '/2 of moving cost after 6 
mos. employment and balance within 2 yrs. 
Application must be in writing and will be held 
in confidence. Submit qualifications, refs., snap- 
shot, and exp. in first letter. Personal interviews 
will be paid by co. Reply Box S-81, c/o National 
Underwriter Co. 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Underwriting experience? 


for which you've been waiting. 


600 Sierra Madre Villa 





COMMERCIAL FIRE UNDERWRITER 


ARE YOU—the man with approximately 5 years of ‘final approval’ Commercial Fire 


IF SQ—there is a challenging, ground-floor opportunity in our Pasadena, California 
office for the true functional Underwriter to assume full responsibility in our newest 
line. Knowledge of rating necessary for training purposes only but this is an Under- 
writing function in the finest sense. No travel, an open salary, plus excellent benefits 
(including profit sharing), stability and growth. 


TAKE A MINUTE to check, without obligation, this chance-of-a-lifetime. It may be the opportunity 


ALLSTATE INSURANCE COMPANY 


Pasadena, California 


Attn: Mr. Varco, Personnel Department 











| We will pay very well immediately and 
offer substantially greater income in the 
future to a man free to travel extensively. 
We are a General Managing Agency with 
a history of success in the field of Travel 

| Accident Insurance. Background should in- 
clude Agency contact and knowledge of 

| the Insurance business. Please write giving 
history, or if convenient, please feel free 
to call on us. 

FEDERAL UNDERWRITERS 

| 636 South Park Street 

| Madison 5, Wisconsin 





EXECUTIVE AVAILABLE 


Success pattern of developing Life and Accident 
and Sickness production for multiple line organi- 
zation. Currently Home Office Sales Training Di- 
rector. Six years managerial experience, age 36, 
energetic, college graduate. Willing to re-locate 
for right opportunity. Reply Box S-54, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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AVAILABLE 

CASUALTY UNDERWRITING MANAGER 
15 years experience major Casualty lines in- 
cluding autonomous supervision of Underwriting, 
Engineering and Audit Depts. Desire similar 
Position in Chicago Branch Office. Write Box 
S-68. c/o National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





FIELD REPRESENTATIVE 
Heavy travel. Enroll, service group/pen- 
sion plans of natl. assn. for member com- 
panies. Growth opp. salesminded jr. exec. 
Salary $8500. Exp. pd. Based Wash., D.C. 
Full resume to Box $-73, National Under- 
_. 175 W. Jackson Blvd., Chicago 4, 

inois. 


INSURANCE FIELD 
OPPORTUNITY 


An expanding Agency Multiple Line Mutu- 
al company has a good opportunity for a 
qualified man to work out of Portland of- 
fice, traveling states of Oregon and Wash- 
ington. We have advancement oppor- 
tunities if you can produce. Fire or Casualty 
experience necessary either as an agent, 
underwriter, fieldman or as a direct writer. 
Please give resume of your qualifications 
and salary requirements. Write Box S-64, 
c/o National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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SPARE TIME INCOME FOR 
INSURANCE MEN 


Turn a few hours a week into quick cash. 
Represent, in your community, publisher of 
new, fast-selling legal service to attorneys and 
insurance companies. Excellent commissions ar- 
rangement. STATEWIDE JURY VERDICTS, 333 
WILLIAMSON BLDG., CLEVELAND 14, OHIO. 








——— 


1B M SUPERVISOR 


Midwestern casualty company offers excellent 
opportunity to right man. Must be experienced 
and receptive to modern ideas of data process- 
ing. Submit resume of qualifications and expe- 
rience plus expected starting salary to Box S-75, 
c/o National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 











UNUSUAL OPPORTUNITY 
for 
SERVICES MANAGER 


Progressive minded 35 year old Cas- 
ualty Company is streamlining its oper- 
ation. We have an unusual opportunity 
for a man under 35 with policy pro- 
duction experience to take complete 
charge of our policy production line, 
clerical personnel and to coordinate 
the use of our electronic equipment. 
This is a permanent position carrying 
department head status. We want a 
capable man who through actual ex- 
perience knows this phase of the busi- 
ness and who is willing to grow with a 
growing company. Salary open. Retire- 
ment and full insurance benefits. Submit 
biographical information, qualifications 
and expected starting salary in writing 
only to personal attention of Secretary. 


HERITAGE MUTUAL INSURANCE COMPANY 
809 North 8th Street Sheboygan, Wisconsin 





OCEAN MARINE UNDERWRITER 


International company looking 
for man with two years experi- 
ence to locate in Chicago. Bril- 
liant future. Write giving com- 
plete background and salary 


desired. 


Replies confidential 
Box S-79, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 














SAFETY DIRECTOR 


Because of rapid expansion in the past two 
years our company, located in the middlewest 
and specializing in long haul truck fleets, must 
have a man who is able to organize, plan and 
direct an overall Safety Program for our policy- 
holders. Must be willing to relocate, travel ex- 
tensively and work without supervision. Car and 
expenses. Salary open. Write to Box S-70. c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 





FIRE UNDERWRITER 


Progressive stock agency company has 
need for a fire underwriter with several 
years experience, especially in commer- 
cial lines. Should have knowledge of in- 
spections, rate make-up, capacity, etc. and 
be familiar with commercial property and 
industrial property forms. Portion of time to 
be spent on outside sales working with field 
men, with headquarters at Branch Office, 
Columbus, Ohio. Submit resume of experi- 
ence to Box S-72, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 


Experienced payroll auditor for established 
stock casualty company in Chicago. Excellent 
opportunity for advancement. Salary commen- 
surate with ability plus fringe benefits. No 
traveling. Apply by letter setting forth age 
and experience. Write Box S-76, c/o National 
ee 175 W. Jackson Blvd., Chicago 4, 
inois. 











WANTED 
Compensation, Liability, Auto Underwriter 
for Chicago office national Brokerage organi- 
zation. Need experienced man to assist in 
Casualty dept. Company and customer contact. 
interesting work—excellent future. Our staff 
knows of this. Submit resume to Box S-44. c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 


UNDERWRITER 


Expanding A+ specialty fire insurance company 
in the Chicago area desires Inland Marine 


Underwriter with 4-5 years of experience han- 


dling large commercial lines to assist in the 
development of multiple-peril programs. Write 
stating education, experience, and salary de- 
sired. All replies held confidential. Address 
Box S-77, c/o National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Il’. 














WANTED 
Company to write financial responsibility 
in Michigan. Agency can produce at least 
50 thousand in premiums per year. Write 
Box S-78, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


INLAND MARINE UNDERWRITERS 
Young men with 2-5 years experience de- 
sired, familiar with controlled and non- 
controlled lines. Job opening may appeal 
to qualified assistant underwriter looking 
for a better opportunity with excellent em- 
ployee benefits and growth potential with 
well-established company. See J. Freeman 
or call ROdney 3-8300, TAlcott 3-1175. 
Aetna Insurance Co., 300 S. Northwest 
Highway, Park Ridge, Ill. 








INSURANCE AGENCY 
$56,739 gross. Commissions — $13,598. 
Selling price—$20,400. Stock companies. 
$5,000. down; five years. Building and 
equipment available. Average commission 
—23%. Write P.O. Box 63, Detroit 23, 
Michigan. 











INLAND MARINE UNDERWRITER 


Opening in Home Office of ''A"’ rated multiple 
line stock company for experienced Inland Ma- 
rine Underwriter as Assistant to department 
head. Salary based on experience and ability. 
Reply—Personnel Dept., Commercial Standard 
Insurance Co., P.O. Box 12216, Fort Worth, Texas 
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Editorial Comment 


What Is Right With This Business? 


(From talk before Mississippi Assn. 
of Insurance Agents.) 

It is not easy to be a _ successful 
agent. It requires energy, more than 
ordinary training, hard work, and at- 
tention. But in few other enterprises 
can the young man with little capital 
and no inventory establish a business 
of his own of the same durability and 
dollar value in the same length of 
time. 

What are the economic opportunities 
of the business in general and of 
agencies in particular in the days 
ahead? 

Statistics on the 1960s, though dry, 
are much brighter than the gloom that 
seems to have settled down on the 
agency business in the past three 
years. 

The 1960s are very promising. Fund- 
amentally, of course, this is a growth 
business. Fire and casualty premiums 
have doubled since 1950 and quad- 
rupled since 1940. In the next 10 years 
they will increase from $12 billion to 
$18 billion a year, at least. 

There are going to be more people 
to insure. The population will increase 
from 180 million to 215 million, the 
number of household units from 52 
million to 63 million by 1970. The 
number of motor vehicles, presently 70 
million, may reach 100 million by 1969. 

The biggest increase in population 
will come in the younger and older 
groups. This is going to mean more 
problems with automobile insurance. 
But. if there were no problems, the 
agent would have nothing to insure. If 
there are more older and younger 
people, there is not only a greater need 
for automobile coverages but also for 
the protection of life insurance and 
disability coverages. 

Many persons are underinsured to- 
day. Their property is underinsured. 
They don’t carry high enough limits of 
liability. They don’t have medical pay- 
ments or don’t have enough. They 
haven’t been sold uninsured motorist 
coverage. There isn’t enough fire and 
casualty insurance being manufactured 
today in this country to supply the 
demand. Consequently, a very large 
amount is being exported every day. 

But fire and casualty insurance is 


not the only field in which people are 
uninsured or underinsured. Americans 
are grossly underinsured for life insur- 
ance. To capitalize the earning poten- 
tial of the typical family head in this 
country requires between $100,000 and 
$300,000. Yet the average amount of 
life insurance on heads of families in 
1959 was less than $9,090. 

The family incomes of the country 
are by no means fully protected in 
case the head of the family is disabled. 
Income interruption, like business in- 
terruption, is woefully undersold. Yet 
more than 60% of American families 
are buying homes with loans. These 
mortgages exceed $125 billion. Income 
continuance insurance has become al- 
most mandatory for the family buying 
so much on the installment plan. 

Thus in general the prospects for the 
agency and the agency business are 
quite favorable. And they are expected 
to grow substantially in the 10 years 
that lie immediately ahead. 

But, it is said, new systems of agen- 
cy representation are encroaching on 
the agency system and reducing the 
opportunities for the independent 
agent. 

Since the business is there, aren’t 
there going to be competitors after it, 
whatever kind of competitors they 
may be? Is it any easier to lose busi- 
ness to one kind of agent than it is to 
another? 

One thing that creates more oppor- 
tunity for the agent today is the em- 
phasis of companies on the marketing 
of all kinds of insurance. More than 
125 company groups now include life, 
fire and casualty. More are coming. 

What makes this logical is not how 
insurance companies are organized, or 
how agencies operate. What makes it 
logical is the insured’s insurance needs. 
A good job of advising the client on the 
risks he runs and what he should do 
about them can be done only by some- 
one looking at his entire situation and 
not just at parts of it. 

Also, it is uneconomical for the in- 
sured to support two, three or four 
agents. 

Beyond that, if the agent sells life, 
he is giving the client dollars that 
belong to him and that he or his 


family gets back. That is seldom true 
of the protective coverages such as 
automobile and homeowners. 

What sense does it make to provide 
a client with $50,000/$100,000 liability 
limits and leave him going around 
with $5,000 of life insurance? It doesn’t 
make any more sense than to sell him 
$25,000 of life insurance while his 
home is insured for only the amount 
of the mortgage whlle his $10,000 
equity in the property goes uninsured 
against fire, wind and other perils. 

Why shouldn’t the agent do the 
whole job? Why not handle the capi- 
talization of the individual’s earning 
power and his savings through life 
insurance, mutual funds and variable 
annuities, as well as protecting what 
he has with homeowners and automo- 
bile insurance, and _ protecting his 
earning power against accident and 
illness with disability insurance? 

Note that it is easy for insured to 
change from one agent to another for 
almost any reason, including price, if 
there is only one contact in three years 
on one policy. The addition of other 
services is vital to the agency for the 
very selfish reason of customer con- 
tinuity and profitability of the account. 

It also changes the agent from a 
partial adviser and puts him in the 
position of being a professional con- 
sultant. 

But even before many insurance 
companies have accepted the idea of 
providing all of a customer’s insurance 
needs, a few companies have begun to 
finance the home and the automobile 
that they—and their agents—insure. 
This should not astonish the inde- 
pendent agent, for he has had the 
opportunity to do all this for many 
years—and quite a few agents are 
doing it. They are providing the insur- 
ance and the financing and earning 
commissions on every transaction. 

It is a little surprising then that 
many agents have raised objections to 
the marketing of a complete portfolio 
of insurance by one company group. 
All the company is doing here is to 
serve insured on an account basis, a 
sound practice which agents invented. 
And the companies are doing it for 
the same reasons—they can do a bet- 
ter job for insured; and they can do it 
more economically and with more 
profit to themselves and their agents. 

It is true that when one company 
group does it, the individual, personal 
account becomes large enough almost 
to require monthly or quarterly in- 
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stallments. This represents a vastly 
more frequent and therefore mor 
expensive billing process. To offset the 
greater frequency of billing, prepare. 
tion of bills by the company throug) 
use of electronic device becomes e;. 
sential and therefore inevitable. Com. 
panies can handle the billing throug) 
the agent or directly with insured. 

Agents see inevitably growing ont! 
of this a closer relationship of the 
agency with one company group; or, 
depending on the size of the agency 
with two, at most with three, compan; 
groups. 

But this is not as much of a threg 
to the multi-company agency systen 
as is a continuation of the old practic: 
of having 15 to 30 companies in a 
agency. Why? Simply because th 
agent can’t do much for 75% of the 
companies in his office if he has 15 
30 of them. More important, they can’ 
do much for him. It is very expensive. 
to the agent and company and lead 
to an underwriting deterioration that 
companies No. 5 or worse in the agen- 
cy can’t live with. 


Many strongly independent agents 
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place 75% or more of their busines} 


with one group and have done so for 
years because 


tracts that are among the best in the 
business. 


In recent years more and more life! 


it saves them money) 
they get more underwriting consider-' 
ation, and they have commission con-| 


GIRA 
of G. A 


| 





companies have been getting new bus-| 3 
ness from independent producers. But} ¥ 


the alert independent agent hasn't 
stopped there. He is adding variable 
annuities. A West Virginia local agen 
cy whose president once headed the 
state association has just formed 4 
facility in his office to act state wide 
as general agent of Variable Annuity 
Life Ins. Co. More local agencies are 
selling mutual funds. Mutual fund 
contract purchasers are guaranteed 
completion of their purchase by credit 
and disability insurance. Today con- 
tracts for the purchase of mutual fund 
shares by installment payments are 
going on the books at a rate of 30,00 
a month. 

All of these products are available 
to the agent. He has a freedom 0 
product choice no other type of agen! 


has or is likely to have in the neal} 


future. 

This is a wealth of product, offering 
substantial opportunities for multiply- 
ing contracts with and services fo 
insured, for delivering protection 0 
what the man has, capitalization 0 
what the man is worth, and protection 
of his earning ability today and for al 
of his future. 

If the agent is not already advising 
his clients fully and wondering whee 
he is going to find the time to sell more 
and service more, perhaps the answeé! 
can be summed up in the phrase: 

The young man sells; the older mat 
advises. That is an unbeatable com- 
bination.—K.O.F. 





Personals 


Miss Fannie Hardy, executive 


sistant to the commissioner of Arkan- 
sas, was elected president of Nationé r 
Federation of Business & Professioné 
Women’s Clubs at the annual meeting 


as- 





Girard 


started 
Fire in 
local ag 
ness at 
later jo 
County 
present 
is presi 


weddin 
Hinsdal 
Mrs. A. 
hey anc 


ROB!) 
tired 1, 
the pu 
partme 
died. 
41 yea 
15 yea 


HAR 
at Los 
at St. 
He hac 
years, ; 
Francis 


Hospite 








» 196 


vastly 
More 
Set the 
‘Cpara- 
nrough 
eS es 
Con. 
hrough 
od. 
ng out: 


of the} 


Ap; or, 
Agency, 
mpany 


threa 
systen 
ractice 
in a 
se the 
of the 
s 15 t 


Y can'! 


ensive 
1 leads 
mn that 


july 22, 1960 


in Philadelphia. The organization has 
a membership of more than 175,000 
business and professional women. Miss 
Hardy has been with the Arkansas de- 
partment since 1953. 


Joseph P. Schwartz of the Schwartz 
& Coogan agency, New Orleans, has 
completed 50 years in the business. 


Robert M. Stewart, vice-president 
Vickery, Hoyt & Graham, London 
Lloyd’s representatives of Chicago, is 
visiting Lloyd’s brokers and under- 
writers in London. Part of his trip will 
be spent with his son, John Stewart 
who is stationed in Heilbronn, Ger- 
many, in the U.S. army. 


Charles B. H. Loventhal, president 
of Loventhal Bros. agency in Nashville, 
was honored at an office surprise 
party marking his 75th birthday and 
his 60th year in insurance. The agency 
was founded in 1889 by his father, 
L. J. Loventhal. 


Percy D. Worgess of the Worgess 
agency, Battle Creek, and Mrs. Wor- 





| gess have taken a jet plane to England 


to attend the International Stamp Ex- 


. agen hibition. They will tour France, Italy 





and Switzerland before returning 
home. 
agents 
usines} 
so for} iL th 
money,’ ea S 
nside-) GIRARD A. MAVON, 75, chairman 
Nn Con-} of G. A. Mavon & Co., metropolitan su- 
in “| pervising agency 
of Chicago, died. 
re life! He had headed his 
y busi- own agency for 42 
rs. Butt ae years, although re- 
' cently, owing to 
a illness, he had not 
arias been able to de- 
L agen vote full time to 
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in Illinois insur- 
ance for many 
years, Mr. Mavon 
started his career with Walla Walla 
Fire in Chicago. In 1913, he became a 
local agent, establishing his own busi- 
ness at 63rd and Halsted Streets. He 
later joined Dubuque F. & M. as Cook 
County manager and in 1916 started the 
present agency of which his son, Phil, 
is president. 

G. A. Mavon & Co. was the first 
tenant upon completion of the annex 
of the Insurance Exchange Building, 
Where it has since remained. 

Girard Mavon and his wife, Ger- 
trude, recently celebrated their 50th 
wedding anniversary at a party in 
Hinsdale given by their three children, 
Mrs. A. K. Flagler, Mrs. Robert Whit- 
hey and Phil Mavon. 


ROBERT L. TILFORD, 70, who re- 
tired last May as superintendent of 
the public utilities and electrical de- 
partment of Indiana Rating Bureau, 
died. He was with the rating bureau 
41 years and held his last post about 
15 years. 


HAROLD HARRISON, 56, manager 
at Los Angeles of North America, died 
at St. John’s Hospital, Santa Monica. 
He had been with the company for 42 
years, starting as an office boy at San 
Francisco. 


T. BRYCE CONLYN, 75, who had 
been manager of the Washington, D.C., 
branch of Travelers for 29 years prior 
‘o his retirement in 1949, died at Prov- 
idence Hospital. He had been with the 
company 45 years. 

DANIEL W. BAKER, 25, district 
Manager for Wisconsin and Minnesota 
of Rough Notes Co., died in Methodist 
Hospital, Indianapolis, after a brief 


Girard A. Mavon 
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illness. He had been with Rough Notes 
a year, moving to Milwaukee about 
eight months ago following his pro- 
motion to district manager. He for- 
merly was with Great-West Life in 
Indianapolis. 


WALTER H. MAEHLING, 68, Terre 
Haute agent and a well known fig- 
ure in Indiana politics, died of a 
heart attack. Mr. Maehling was a lead- 
ing Democrat in the Indiana legisla- 
ture since 1943, serving on the insur- 
ance committee, the budget committee, 
and as chairman of the ways and 
means committee. He had also served 
as majority and minority leader of the 
house. 


W. BARTON MASON, 77, Orange, 
Va., agent, died at a Louisa, Va., hos- 
pital. He founded his agency in 1912 
and was one of the organizers of the 
volunteer fire department in Orange. 


L. A. SNYDER, 41, local agent at 
Owosso, Mich., died. 


CHAPMAN BROWN, 46, assistant 
secretary of North America, died at 
Chester County Hospital, West Chester, 
Pa. His first position with the company 
was as special agent at Pittsburgh in 
1938. He was named manager of the 
rating and research department in 
1957 and assistant secretary in 1958. 


NORMAN T. ROBERTSON, 78, for- 
mer president of Continental, died at 
White Plains, N. Y. He joined the com- 
pany in 1904 as a special agent in Tex- 
as. He was transferred to the home of- 
fice in 1906 when he held various posi- 
tions until his assignment to new duties 
with Fidelity-Phenix, when he was 
successively agency superintendent, 
assistant secretary, and manager of the 
western department. He became presi- 
dent of American Eagle in 1921 and 
president of Continental later that 
year. He resigned from that post in 
1924. In his long career he had also 
been in the general agency business 
and later was a reinsurance broker. He 
had also been vice-president of Na- 
tional Liberty and president of Ger- 
manic Fire, Secured F.&M. and Se- 
cured Casualty. In recent years he had 
been an associate and security analyst 
of Shelby Cullom Davis & Co., New 
York investment specialist. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, July 19, 1960 


























Bid Asked 

$ $ 
MT GOI seisctenicnsctcnicnicnsinsciesticens 81 85 
SE PONE aestincnnn 85 87 
American Equitable 4012 42 
American, Newark 27% 2812 
American Motorists 13% 1412 
INI... cisidsbiseniehdtebiabownctadbousanstetiiaccsands 33 34 
Continental Casualty ........00.0.0.. 67% 6812 
Cee TRI cccsccicesiicsiccssicnassass 63% 6512 
SINE sidislesiapeissriaichediticctaietastaimedbsdtcieicdests 58 60 
Pe ee 5434 56 
IONE UNG) ~-doicnsichciocatebaanacspidaasers 102 105 
GN NEI acicsccisatoces tacdicrinstiacsndce 35'2 3612 
Great Americ 44 45 
Hartford Fire 49 50% 
Hanover ..... 42 44 
Home of N. Y. ... 56 57% 
Ins. Co. of No. A 61% 63 
FI ecierctésctccrncaiens 31% 33% 
Maryland Casualty 35% 3642 
PR SPINE, Gaaisssrnisoerecinetcsstcrceneaes 394 41 
National Fire ....... 134 139 
a ee rae 37 38 
New Amsterdam Cas. ............. 53 55 
New Hampshire _ ..............ccceee 52 54 
North River ....... 36 37% 
Ohio Casualty ... 2812 29% 
Phoenix, Conn. ... 79 81 
I, MIS: sitatataisteiseamnnssecsexeieaiens 22 2312 
Reins. Corp. of N.Y. cccccccseccesees 21% 23 
.  dricinminnin Ee 58 
A Se eno oree 56 58 
Springfield F. 8 Ma. ou... 33 34 
Standard Accident  ..........cccce 49 51 
"FYBVOROTD _ ccceccscosecssssessascsersnerscerenscvsers 87% 8814 
The Bh. Wha, Ge Gy ccececssesersccncecscessesonccesense 42 43 
Whe Ga TRIO . cececsesnsensessesesecsncssnsesnveeseson 29% 301% 
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Comments On The Insuranee Field 
From The Investment Dealer's Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago. 


Aetna Fire has been a mercurial performer in the insurance stock list. After 
making a straight line advance from 73 to 97, it fell back into the 80’s and had 
several swings of four or five points. Monday morning it was 84 bid. With in- 
vestment earnings of $7.50 or so per share, underwriting profits could be such as 
to produce earnings of $10 or $11 per share—mainly tax free by reason of tax 
credits. Also, Aetna is a prime candidate for an amalgamation with a life in- 
surance institution when and if the New York impediment is removed. Phoenix 
moved up in sympathy but without the same mercurial action. 

eee See 

Travelers continued to be in strong demand and stretched its lead over 
Aetna Life. The two possess similar values and frequently are quoted just about 
even Stephen. Travelers was 884% bid Monday morning, Aetna Life 82%. 

Lua“. 

Continental Casualty, which for several weeks singularly of the insurance 
stocks, staged a fast runup, fell back about 10 points, as buying orders dis- 
appeared. National Fire also dropped 10 points following word of the swapout 
whereunder Insurance Securities Trust Fund of Oakland sold its 50,000 shares 
of National to Continental Casualty and received in exchange cash and 20,000 
shares of Continental Assurance. Continental Casualty now owns more than 
80% of the stock of National Fire. Thus they can now make a consolidated 
statement. 


eg 
New Amsterdam Casualty has been uncommonly active, suggesting a flir- 
tation. The stock has had a recent advance of about 6 points, to 54. 


General Reinsurance crossed the 100 mark. It has been one of the best 
insurance stocks of recent years. 


Great American Life Underwriters advanced about 60 points in short order 
and Monday morning was 710 bid. Behind each share of G. A. L. U., there are 
5.8 shares of Franklin Life. Thus, the market equivalent, with Franklin at 73, 
would be about $1,150. The advance was due to the long-awaited SEC decision 
which, retroactively to Jan. 1, 1941 grants to G. A. L. U. exemption from the 
investment company act of 1940. Thus the way appears to be cleared for the 
5-1 split of G. A. L. U. which was suspended due to the SEC action. 

—l|i|— 

Dominick & Dominick, in its Monthly Insurance Stock Notes for July, 
analyzes underwriting margins and market discounts. A table is presented 
showing the effect of profit margin on market price for 18 companies. 

ee a _ 

The Commercial & Financial Chronicle in its July 7 issue carries a study 
of Maryland Casualty concluding that this is a “high quality marketable invest- 
ment with an attractive yield for a casualty stock.” It is selling at a considerable 


discount from book value. 
| 
BE 
Elsewhere in this issue is a list of the bid prices of about 100 insurance 
companies at June 30, 1960, with the comparable price at December 31, 1959. 
This is supplementary to a similar listing for about 120 companies in the July 


9 issue. 


i 


Apropos of the capital question of whether the life insurance house ought 
to offer to the public investment programs beyond those provided in traditional 
life insurance and annuity contracts is the announcement that Swift & Co. will 
give its salaried employes a chance to buy mutual fund shares through payroll 
deduction. 

feet i ie 
Harris Upham & Co. lists Fireman’s Fund among stocks with “appreciation 
prospects” Conning & Co. of Hartford is now distributing its 56-page publica- 
tion entitled “1960 Fire & Casualty Insurance Companies.” This contains a 
penetrating analysis of 23 companies and a general discussion of the business. 
The One William Street Fund repor : that in the quarter ended June 30 
they sold 15,000 shares of Continental Ins. Co., thus eliminating entirely their 
holdings of this issue. In the previous quarter they sold 40,000 shares. 





New Institutional Form Is Hearings July 28 On N. C. 


Filed In N. C., Hearing Set 


A public hearing will be held July 
29 by Commissioner Gold on the new 
rating plan of North Carolina Fire In- 
surance Rating Bureau for institution- 
al property. The plan would mean 
sharp rate reductions for several cov- 
erages and is reportedly regarded as 
a competitive move to recapture busi- 
ness being lost to self insurers. 


Plan Is Non-Profit 


The plan covers public buildings, 
hospitals, schools and churches that 
are public or quasi-public, not oper- 
ated for profit as commercial ventures 
and are principally supported by tax- 
es, donations, endowments or bequests. 

Requirements are that each prop- 
erty be insured to at least 90% of 
value and that $1,000 annual prem- 
iums be developed for each account. 


Deviations By 4 Insurers 


Commissioner Gold of North Carol- 
ina will hold hearings July 28 on de- 
viations sought by four companies. 
American National Fire seeks 10% off 
on auto liability and physical damage 
except collision and 15% off on auto 
collision. Merchants Fire of New York 
seeks 15% off on homeowners, and 
Superior Risk of the Ohio Farmers 
group 10% off on homeowners. Hard- 
ware Dealers Mutual seeks to deviate 
15% on fire and EC, 15% on home- 
owners forms 1, 2, 3 and 4, and 5% on 
homeowners form 5. 





A $1,000 deductible is included for 
all coverages except fire and light- 
ning. Rate reductions proposed for fire 
of 25%, extended coverage 40%, van- 
dalism, malicious mischief and sprink- 
ler leakage, 50%. 
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REINSURANCE— 


Traditional bulwark in the 
orderly building of con- 
stant protection for Ameri- 
can enterprise. 








Four fully equipped of- 
fices ready to serve. 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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